| 


JUN 15 '45E 


TO THE AMERICAN PEOPLE: 


Your sons, husbands and brothers who are stand- 
ing today upon the battlefronts are fighting 
for more than victory in war. They are fight- 
ing for a new world of freedom and peace. 


We, upon whom has been placed the responsibil- 
ity of leading the American forces, appeal to 
you with all possible earnestness to invest in 
Wer Bonds to the fullest extent of your 
capacity. 


Give us not only the needed implements of war, 
but the assurance and backing of a united 
people so necessary to hasten the victory and 
speed the return of your fighting men. 





GEARED TO HELP YOU GET THE MOST 


FROM YOUR BURROUGHS MACHINES 
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MECHANICAL SERVICE 


Regular, periodic inspection, lubrication 
and adjustment of your Burroughs machines 
can do much to insure best performance 
and maximum production. All Burroughs 
service is rendered by factory-trained, 
factory-controlled service men. Cost is 
moderate . . . and all service work is 
guaranteed by Burroughs. If you have 
not already done so, arrange now for 
this efficient, low-cost protection. 


INFORMATION SERVICE 


The Burroughs technical staff is working with 
users constantly —helping them make fullest use 
of the business machines they flow own . 
helping them adapt these machines to new con- 
ditions. The services of this staff, as well as the 
up-to-date machine accounting information in 
the files maintained in every Burroughs office, 
are available to you at all times. 
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For help in getting the fullest use from your present 
Burroughs machines, call your local Burroughs office, or 
write Burroughs Adding Machine Co., Detroit 32, Mich. 
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; 7 nd 
SUPPLY SERVICE : 4 sf, 


Quality supplies, too, can play an important part f 
in maintaining highest standards of production u rrouw oe 
in office work. Burroughs carbon papers, rib- 


bons, roll papers and other supplies for all / IN MACHINES 


f 
makes of business machines are manufactured to IN COUNSEL 
specifications that Burroughs’ years of experi- IN SERVICE 
ence have proved give best results. It will pay to 


stendardize on Burroughs quality supplies. ADDING, CALCULATING, ACCOUNTING, BILLING AND STATISTICAL MACHINES 


NATIONWIDE MAINTENANCE SERVICE - BUSINESS MACHINE SUPPLIES 





A large number of banks have found that 
Todd Special Checking Account Services 
provide one valuable means of getting 
new depositors—and keeping them as 
profitable customers for other services. 

The facts are simple. People are busy 
earning more money than ever before and 
have little time to waste paying bills in 
person or standing in line to buy postal 
money orders. They are willing to pay for 
the safety and convenience of checking 
accounts that offer reasonable pay-as-you- 
go charges and do not tie up large amounts 
of their funds. 

The Todd Company has made a special Minimum-Balance Checking Accounts” 
study of No-Minimum-Balance Accounts, which will help you determine for your- 
based on the experiences of banks through- self the practicability and profit possibili- 
out the country and on customer reaction. ties of this service.* 

If your present system is not completely * We regret that for the time being, due to wartime 
satisfactory, or if you do not yet offer such demands, our new installations must be confined to 
services, send for the free booklet, “‘No- present users of other Todd bank supplies. 


THE TODD COMPANY, INC., ROCHESTER 3, N.Y. 


Please send me your booklet on No-Minimum-Balance Accounts, 
with suggestions for analyzing our own situation. Without cost or 
obligation, of course. 


COMPANY, INC. 


NAME. 


BANK NAME 


ROCHESTER NEW YORK 
SALES OFFICES IN WW PRINCIPAL CITIES aaa 


DISTRIBUTORS THROUGHOUT THE WORLD CITY —___ STATE 
BM-6-45 
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MAKE THIS 


WAR PRODUCTION 


BRIDGING THE GAP 
to Victory-Era Production 


MARTINS FERRY, 
WHEELING o VA 
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This plant occupies 23 acres, providing 315,0008q. 
ft. of manufacturing floor space, two spur tracks, 
loading dock and receiving platform, capable of 
holding six cars on loading platform, two under 
cover at receiving platform and five on the outside 
Martins Ferry Division of Blaw-Knox Company 
is located at Martins Ferry, directly across the 
Ohio River from Wheeling, W. Va 


OTHER BLAW-KNOX DIVISIONS 
Blaw-Knox Division, Blawnox, Pa 
Lewis Foundry & Machine, Groveton, Pa, 
Power Piping, Pittsburgh, Pa. 
Columbus Division, Columbus, O. 
Special Ordnance, York, Pa. 
Pittsburgh Rolls, Pittsburgh, Pa 
Union Steel Castings, Pittsburgh, Pa 
National Alloy Steel, Blawnox, Pa 
Blaw-Knox Sprinkler, Pittsburgh, Pa. 


PLANT 


PART OF YOUR 


OU know best how long it will take 
you to get back into peacetime pro- 
duction after the Government gives you 
the green light. You also know that if 
you don’t get into the field early with 
goods, your competitor may get there first. 


Let us bridge your reconversion gap by 
taking over your manufacturing prob- 
lem, in whole or part. If yours is a 
quantity-production product—close toler- 
ance or not—we can make it. If neces- 
sary, we will tool up for your product. 


Frankly—unlike the other nine great 
plants of the Blaw-Knox organization— 
our Martins Ferry plant is a ‘“‘war baby” 
with no established market to return to. 
But we do want to keep our splendid 
plant going, keep our capable engineer- 


PRODUCTION LINE 


NORMAL PRODUCTION 


ing group intact, give continued work to 
our skilled and loyal workers and other- 
wise utilize the valuable experience and 
equipment that went into the making of 
the ‘Fightin’ Forties” (40-mm AA) for 
the Navy. And if we can make them we 
can make anything! 


This may be important to you: Martins 
Ferry provides the additional manufac- 
turing facilities you need without any 
capital investment. You can put more 
emphasis upon selling as you shift your 
manufacturing responsibilities to others. 


Let one of our engineers discuss this 
matter with you...NOW. This may 
be the solution of your most imme- 
diate problem. 


To help win the war is our first objective. Until that is assured, ordnance material 
is the order of the day. Do you need help? If so, get in touch with us at once! 


MARTINS FERRY DIVISION of 


BLAW-KNOX CO. 


MARTINS FERRY, OHIO 


ADDRESS P. O. BOX 10 MARTINS FERRY OHIO, DEPT. B-4 
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TESTED IDEAS FOR THE SMALLEST AS WELL AS THE LARGEST BANK 


JUNE 1945 


We Expect To Pay For Service But—We Don't Expect 
Interest On Deposits . . . A Bankers Monthly Survey 


This Equipment Facilitates Statement 
6k «soe «oe ole e+ o Se 


This Check Helps Farmers Keep Books . . Warren Garst 
Bankers Monthly Quiz No. 25 

We Cooperate With Implement Dealers . . E. W. Rossiter 
“I Don't Agree With C.L. Hufsmith.” . . . . Roy R. Kuntz 


Do Non-Par Bankers Understand Our Check Collection 
System? . .. . . . George Apking and J. H. Peters 


Delayed Returns Now Allowed By 60% Of Clearing Houses 
Answers To Bankers Monthly Quiz No. 25 


Loans Were Brought To Our Bank By Practical Talks 
em Parmer 8 . 1 tll lt wt BB. POR 


We Lend Direct To The Buyer On Automobile 
Collateral . . .. =... . . . Robert B. Umberger 


How Record Retention Is Systematized 
Paul D. Williams, H. ]. Ramp, and Marvin W. Williams 


Bank Equipment and Supplies 


Bank News 
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Enough to Keach 


HALF-WAY 


I would take a lot of checks, 
placed end to end, to extend halfway around the world 


at our latitude—a distance of 10,155 miles. But our 
Transit Department, working with maximum speed 
and efficiency in its daily transactions, handles this 


great volume of business in an average year. 


Because of what our correspondents say of our 
methods of operation, we feel that the miles of checks 
handled by our Transit Department are also milestones 
of achievement for The Philadelphia National Bank. 


We will always be glad to discuss possible corre- 
spondent relationships, and will do so informally if 
you prefer. 


THE PHILADELPHIA 
NATIONAL BANK 
The Olbat and Largest Bouts in Pansyboania 
PHILADELPHIA 1, PA. * ORGANIZED 1803 


MEMBER FEDERAL DBPOSIT INSURANCB CORPORATION 
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THE BALTIMORE AND OHIO RAILROAD COMPANY 


Summary of the 118th Report « Year Ended December 31, 1944 


Year Compared 
EARNINGS: 1944 with 1943 


From operations—transporting freight, pas- 
sengers, mail, express, etc $387,193,036 1 $29,050,884 

From dividends and interest on securities 
owned, rents, etc 7,741,295 D 896,674 
$394,934,331 1 $28,154,210 

EXPENSES: 

Payrolls, fuel, material, etc $287,068,754 1 $36,484,401 
48,984,845 1 2,227,636 
Equipment and Joint Facility Rents 9,823,057 I 890,685 


$345,876,656 1 $39,602,722 
Other charges—principally rent for leased 


roads and equipment, interest on debt, 
28,143,237 D 1,853,470 
$374,019,893 1 $37,749,252 
$ 20,914,438 D$ 9,595,042 


DISPOSITION OF NET EARNINGS: 
Additions and betterments to Company 


property $ 4,906,110 D$ 146,370 
Appropriated for sinking and other re- 


serve funds—to retire debt 8,021,881 D 11,097,232 
Other appropriations 45,1 sa. L 1,309 
Added to the Company's surplus 7,941,259° | 1,647,251 


$ 20,914,438 D$ 9,595,042 


OUR INCOME DOLLAR 1944 REDUCTION IN OUTSTANDING 
ee CAPITAL OBLIGATIONS 
1 M WAS DISBURSED FC® 
| —— Shope Freight and passenger traffic handled in 1944 ex- 
ceeded all previous records, due largely to the 
heavy tonnage of war supplies, troop movements 
and other war travel, Totals were 147,314,981 
tons and 14,303,937 passengers. The tremendous 
Pi. 0 _ eR MATERA task of moving this extremely heavy traffic volume 
[_ MERCHANDISE — was accomplished through the continued coopera- 
tion of the various agencies of the Government, 
shippers, and the public generally, in the conserva- 
tion of equipment and manpower and in meeting 
the unusual war-time conditions. Operating Reve- 
nues—$387,193,036, and Operating Expenses— 
$287,068,754—were highest in the Company's 
history. 
SOCAL SAREE CAP ; The Company's tax bill at $48,984,845, was 
ona <8 é larger in 1944 than ever before. During 1944 debt 
of the Company was reduced by $34,801,828. 
Total debt reduction during the last three years 
was more than $105,000,000. 

The President and Directors acknowledge with 
grateful appreciation the loyalty and cooperation 
of stockholders and others interested in the Com- 
pany’s success; the Army, Navy and other agencies 
of the Government; our patrons, whose patriotic 
understanding of present day conditions has been 

TAXES PER DolLAR OF OPERATING most helpful; and, the officers and employees, 
REVENUE 13.16 1276 without whose enthusiastic support we could not 
4, have accomplished the tremendous task of 1944. 

More than 16,000 employees of the Company 
have been furloughed for military service and 
more than 150 of these have given their lives for 
their ceuntry. 


_—— 


R. B. White, President 
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FOLLOW-UP is fast with 
"“CHARTED” visibly 


delinquents 


i 
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MANCHESTER BANK, S87. Louis, saves labor, 
protects records with SAFE-KARDEX 


Installment Loan Accounting 


One thing war’s end will unquestion- 
ably bring is increased consumer 
credit activity—a class of operation 
in which efficient record control is 
essential to the realization of maxi- 
mum profits. 

Officials concerned with preparing 
now may well consider the economy 
and control features of the Kardex 
Visible System used by the Man- 
chester Bank. 

Personal data and ledger cards 
face each other in the record, pro- 
viding all information without cross- 
reference. The element of follow-up 
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is obtained with Graph-A-Matic sig- 
nal control on visible margins. 
Overdue payments are instantly 
revealed, assuring the prompt action 
that minimizes danger of loss. On 
follow-up operations alone, this bank 
has saved the time of two clerks. 
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With all accounts preposted, credit 
entries are reduced to rubber stamp 
date impressions, which eliminates a 
major source of errors. Ledgers are 
housed in Safe-Kardex equipment— 
protected from fire-loss 24 hours a 
day. 


FULL DETAILS are contained in Systems Narrator No. 554. 
Our nearest Branch Office will gladly send you a free copy. 


SYSTEMS DIVISION 


REMINGTON RAND 


Buffalo 5, 


REMINGTON RAND INC, 


New York 





The Chase offers correspondents a well 


rounded service in this type of investment. 
Inquiries from banks will receive the per- 


sonal attention of experienced officers, 


Bond Department 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


BANKERS 
MONTHLY 


EDITORIAL AND 
BUSINESS OFFICE 


CHICAGO 5, ILL. 


Corporation Executives Say — 


We Expect To Pay For Service 


But— 


We Don’t Expect Interest On Deposits 


Inasmuch as the purpose of the earnings credit allowance in service 
charge schedules is an effort to be more fair to depositors with large 
balances, the editor thought it wise to ask those depositors how 
they like the plan. Their apparent opposition is based on the fact 
that long-form schedules usually contain one or more items which 
these executives cannot understand and find it impossible to audit. 


OR years, banks have urged 

prospective customers to deposit 
funds in checking accounts for the 
depositor’s benefit. Bank advertise- 
ments list services which the bank 
will perform free for the depositor 
in return for the use of’his money. 
The following are typical benefits 
quoted from various bank adver- 
tisements. 

1. Funds will be protected against 
loss by fire, theft, or careless- 
ness. 

2. A complete record of expenses. 
When you pay bills by check, 
the stubs in your check book 
show where every cent goes. 

3. No standing in line to pay bills. 
Just drop the check in the mail. 

4. No worry about receipts. The 
cancelled checks which come 
back to you with the monthly 
bank statement form a complete 
set of receipts. 

5. Better credit standing. When 
you pay by check, it indicates 
that you are accustomed to pay- 
ing your bills. 

6. There is no likelihood of ever 
having to pay the same bill 

twice because of lack of evi- 
dence of having paid it, such as 
might occur when you pay by 
cash. 

. You can forward funds by mail 





A Bankers Monthly Survey 


This Bank President Needs Help 


The president of a large bank recently received a letter from 
the president of a large corporation—one of his customers— 
which said: 

“If you should need a little extra working capital, we could 
let you have $100,000 of our balance in your bank. We do not 
seem to have any present need for these funds. 

“I don't know whether any kind of a golden rule could apply. 
When we borrowed from you, we paid interest. Now that we 
loan to you, will we get interest? Of course, we will not! As a 
good banker, how do you reconcile that?” 

This president of a corporation was confused just as many 
other corporation presidents and treasurers have been con- 
fused by the fact that their banks have told them that their 
deposits are worth 114% to the bank. Yet, when they do not 
use service enough to offset all of their credit, the bank does 
not pay the depositor one penny. On the other hand, if the 
depositor uses more service than his credit amounts to, he 
pays the bank in cash. 

All of this is based upon what bank customers, large and 
small, have told us. How can we justify the earnings credit as 
a basis for fairness to large-balance customers? 
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to any place in the world and 
without cost. 

8. It requires less time to pay your 
monthly bills than it does if you 
go from place to place with the 
cash in your pocket. 

9. Checks are cheaper than money 


re ON ee 


_ ANALYSIS OF EXPENSE | 


ee 


orders, and so it costs you less to 
pay your bills. : 


. Checks provide valuable infor- 


mation for preparing income tax 
returns. 


. There is no danger of short 


change.. Mistakes do happen 


PE leet 
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ANALYSIS OF FUNDS ON DEPOSIT 





ACCOUNT OVERHEAD 
50 cwecks CHARGED To account @_ 204 
5° cwecks cHarceD To account @___+93 
DEPOSITS CREDITED TO ACCOUNT @ 


ee = 

| 2) 00] averace LEDGER BALANCE i 

_| | LESS AVERAGE AMOUXT OF UNCOLLECTED Funps_|_|_400 | 00} 
3.74) averace COLLECTED BALANCE 


1-4 fico 00} 


+10 [2] 40) cess reserve. 


1 
50 CHICAGO CHECKS DEPOSITED @ +02 + + +4 LOANABLE FUNDS____ 


2t2 CHICAGO CHECKS DEPOSITED @ 2015 | 5108) __ 
50 out-oF-town CHECKS Depositen @ +0} 
| 215 our-oF-rown CHECKS DEPositen @ +025 
COUPONS REC D FOR IMMEDIATE CREDIT @ 
CURRENCY DEPOSITED @ PER $1000 
CURRENCY WITHDRAWN @ PER $1000 
CITY COLLECTION ITEMS @ 
OUT-OF-TOWN COLLECTION ITEMS @ 
COUPONS REC'D FOR COLLECTION @ 
FEDERAL DEPOSIT INSURANCE 
1l_Checks cashed Payer @ .10 
8 Cortified checks € .25 
8 Cashier's checks @ .25 


a eet 


+ 


_ 


2.00) 
12,00 | 
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TOTAL EXPENSE 





~~ INCOME AND EXPENSE 


4 EARNINGS ON LOANABLE FUNDS. 


+2,10, Less expense 


The president of the small corporation who received this report of a multiple-item 
analysis did not object to the charge—but he did object to several items. This kind 
of a schedule gives a customer a chance to challenge the bank's reasoning. 





Customers Are Not Irritated By The Rates In Service 


Charge Schedules, But By Items They 
Can‘t Understand 


Charges Which Customers Do Understand 


1. Maintenance 6. 
2. Per-Check 7. 


8. 


3. Deposit 
4. Checks in a deposit 9 


Checks returned unpaid 
Special imprinting on 
checks 

Stop-payment orders 


. Certification of checks 
5. Checks cashed 10. 


Overdrafts 


Items Which Irritate Customers Because They Do Not 
Understand The Terms Or Because They Cannot 
Compute The Charges For Themselves 


Deductions From Earnings 3. 


. Average daily float 

. Reserves 

. Cost of investing funds 

. Average daily uncollected 
funds 


Charges 


. Cash handled at cents 


per minute 9. 
. Transit items 10. 


Different per-check rates, 
based on number of checks 
deposited 


. Clearing items 

. Foreign items 

. "On us” items 

. Loaning cost 

. Different rates for checks on 


correspondent city banks 
and those on other banks. 
Clearing House checks 
Protest fees 


In addition, customers cannot understand why they are not 
paid the balance in their favor when they do not use service as 
great in value as the earnings credit. They do not understand the 
earnings credit allowance and cannot compute it for themselves. 
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when payments are made in 
cash. They do not happen when 
you write the check for the 
exact amount of your bill or 
purchase. 

If a bank gives all of these bene- 
fits to the depositor, is it fair to 
assume that the depositor has been 
properly compensated for whatever 
benefit the bank may get from hav- 
ing his money on deposit? 

In order to find out what corpora- 
tion customers think on this point, 
a number of executives were asked 
this question by mail: “Would you 
personally, or your firm, feel satis- 
fied to let your bank get whatever 
benefit it can from the balance you 
carry, in return for providing you a 
safe place to keep your working 
funds?” 

Answers to this question, by mail, 
were as follows: 


Suggests Charges Equal To Money 
Order Rates 


Speaking personally, I am satis- 
fied with a safe place for working 
funds, with no other benefit to me. 
On a theoretical basis, I suggest that 
charges to a customer could logically 
equal what he would pay for money 
orders, plus safe deposit rental for 
cash storage.—An official of a public 
service company. 


Free Checks Favored 


It seems to me that a straight 
service charge of “so much” per 
check (3 cents to 5 cents) is much 
better than attempting to set up a 
fixed dollar credit for a given bal- 
ance requirement and then adding 
a higher charge for each check is- 
sued against the account. A mini- 
mum balance requirement of $500 
or $1,000 which would entitle the 
customer to a certain number of free 
checks with a given service charge 
for every check drawn against the 
account in excess of the number of 
free checks would be my second 
choice. 

There seems to be too much un- 
necessary bookkeeping involved 
with the credit-charge arrangement 
both for the bank and for the cus- 
tomer.—Assistant secretary of 4a 
furniture manufacturers associa- 
tion. 


It would seem desirable for banks 
to adopt as simple a schedule as pos- 
sible with respect to charges. Per- 
sonally, I would feel satisfied to let 
my bank get whatever benefit it can 
from the balance I carry in return 
for providing a safe place to keep 
my working funds.—Dean of a col- 
lege. 
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Present Method Contusing, 
Variable, And Uncertain 


Yes, I would be satisfied with such 
an arrangement. The present meth- 
od is confusing, variable, uncertain, 
and I don’t like it—A Salesman. 






“We Are Satistied With No Credit” 
We would feel satisfied that our 














ACCURATE RECORD OF ALL OF eg 
YOUR MONTHLY TRANSACTIONS ~ SHORT CHANGE 
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from the balance we carry in return 
for providing us a safe place to keep 
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national corporation, 


My answer to the question is that 
we do feel satisfied to let our bank 
get whatever credit it can from the 
balance we carry.—President of a 
national corporation. 


“Why Not Just Charge For 
The Service” 





































The answer is “yes” if the balance 
is not too large. Why not just charge 
for the service? To be sure it could 
probably be put on a unit charge 
basis at so much per check or other- 
wise.—A city attorney. 

We think it is quite proper for the 
banks to make service charges and 
consider they are doing a real serv- 
ice in providing a safe place for 
working funds.—An insurance ex- 
ecutive. 


I would feel satisfied to let my 
bank get whatever benefit it can 
from the balance carried in return 
for providing a safe place to keep 
working funds.—An air line exec- 
utive. 


Banks Are An Asset To The 










i erent ately 2 haif mae, i takes store, medical coats, rent, and other monthty bitte ae said! in oath 
Community pete aebecnns st ometiy acenbyryt rerio Just think of the ~ These steps can he paved by. baying bills with checks A chepking 
; thousands of steps taken when electric, gas phone, water, department — account reduces bill aaying to a few shakes of the jen 
Your question more or less pre- ; eres," 


supposes there is no other safe . 
place for funds than in a bank. I \ 
believe you will agree it is probably 
the most convenient place for work- 
ing funds by reason of the check- 
ing method of disbursements and 
the benefit to both ends of such a_i. 
transaction through clearing house 

and federal reserve bank. 


Another presupposition I read 
into your question is the implication 
that each depositor will have an in- 
vestment procedure all worked out 
or immediately determined and re- 
sorted to when the bank balance 
exceeds a carefully budgeted re- 












: These advertisements claim that these services are worth money to depositors. The 
quirement. study here reported shows that commercial customers consider these services a fair 
Banks as community service insti- exchange for their balances. A few now think they should be given an allowance— 
tutions are an asset to the commu- after having been taught to expect it by their bankers. But even they think the bank 
: pdt eh : : is unwise to give away “all the bank's earnings” as some bankers say they do. When 
nity, and elimination of interest on this is done, the bank depends for its profits on the earnings credits allowed which are 
balances may be necessary to con- not used by the customers. 
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Banks Are In General Agreement On These 
Points 


1. The service charge should be 
reasonably fair to customers 
as well as to the stockholders 
of the bank. 


* 


. The service charge should 
show a profit for the bank. 


. It is impractical to get an abso- 
lutely accurate charge be- 


cause it would cost too much 
to compute it. 

. The schedule should be as 
simple as possible. 

. A per-check charge with a 
number of free checks for each 
unit of balance is probably 
fair to customers with bal- 
ances of $500 or less. 


Points On Which Bankers Disagree 


Arguments Favoring 
Simplicity 

1. The depositor is well com- 
pensated for the use the 
bank makes of his money 
by the service the bank ren- 
ders in safeguarding his 
funds. 


. If a credit is allowed to off- 
set charges, it should be 
computed on the lowest 
balance with no deductions. 


. It saves the bank time and 
pleases the customer more 
when one rate is charged 
for all checks against the 
account. 


Arguments Favoring 
Multiple-Item Schedules 


1. Customers must be paid a 
liberal allowance (from 1% 
to 214%) for the use of bal- 
ances in addition to the 
service the bank renders in 
safeguarding his funds. 


. The credit should be based 
on the average daily bal- 
ance minus average daily 
float and reserves. 


. Checks should be charged 
for at different rates—one 
rate for the first 50, a lower 
rate for those above 50. 


Bankers Monthly Articles On Multiple-ltem 
And On Simplified Schedules 


On Multiple-item Schedules 


1. Depositors Deserve Earn- 
ings Credit—By R. A. Be 
zoier. Page 61, February 
1944. 


. Let's Be Fair To Customers 
In Computing Service 
Charges. — By Theodore 
Rohhar. Page 59, February 
1944. 


. A Bank Service Charge Sur- 
vey—By R. A. Bezoier. Page 
212, May 1944. 


. How Records Are Kept For 
A MultipleItem Service 
Charge—By Wm. A. Sher- 
man. Page 106, March 1945. 


. Service Charge Experiences 
In Iowa Banks—By Harry T. 
Huff. Page 107, March 1945. 


. Two And One-Half Days To 
Analyze Two Thousand Ac- 
counts—By E. H. Zuerrer. 
Page 122, March 1945. 


On Simplified Schedules 


1. Customers Can Compute 
Their Own Service Charges 
—Experience of The Iowa- 
Des Moines National Bank. 
Page 162, April 1943. 

. Complicated Schedules In- 
crease Analysis Cost. Page 
394, September 1943—A 
Survey. 


. More Money From Service 
Charges—A study of sched- 
ules in 22 states. Page 445, 
October 1943. 


. We Eliminated The Service 
Charge Credit—By R. M. 
Moehm. Page 60, Feb. 1944. 

. Schedule Simplified — But 
Service Charges Increased 
400% —By Curtis C. Jordan. 
Page 113, March 1944. 

. One Idea Earned Over 
$1,000 When This Bank Put 
It To Use—By D. C. West. 
Page 493, November 1944. 


serve the bank’s financial integrity 
from the competitive field which led 
to excessive rates by some who 
sought by this means to secure more 
depositors than their service facil- 
ities justified—A manufacturing 
executive. 

We are satisfied to let our bank 
get whatever benefit it can from the 
balance we carry in return for pro- 
viding us a safe place to keep our 
working funds.—Managing director 
of a national corporation. 


Bank Service Counterbalances The 
Benetit The Bank Receives 


While the bank does have the use 
of our money, still it is performing 
a service for us in the handling and 
clearing of checks, besides the safe- 
keeping of our funds. If the bank 
asked us to perform a service for it, 
we would expect to charge, and I 
feel that the bank is actually doing 
us a service which counterbalances 
the benefit they receive from the use 
of our money. 

There may be some accounts so 
small and where so much service is 
required that the bank does not get 
any benefit, but actually entails a 
loss from service costs. But I believe 
that the opposite is also true—that 
they have many accounts where the 
benefit from the use of money more 
than compensates service costs.— 
President of a service bureau. 


Any Monetary Value That Seems 
Reasonable Can Be Justified 


So far as my company is con- 
cerned, I believe it impossible to 
place a value on the service of 
banks, Under the system of business 
finance existent today, bank service 
is absolutely .essential, and there- 
fore any monetary value that seems 
reasonable could be justified. In our 
case, too, we have accounts in many 
banks strategically located in vari- 
ous towns and cities here and in cer- 
tain foreign countries.—A railroad 
executive. 

We are willing that our bank de- 
rive whatever benefit it can from the 
balance we carry in return for the 
privilege of using our checks.— 
President of a processing company. 


In addition to this mail study, a 
number of officials were interviewed 
personally and had the following to 
say about multiple-item service 
charge schedules which were being 
used by some of their banks. 


It Would Be Less Confusing If A 
Simple Schedule Were Used 


The official who has charge of 300 
bank accounts for a national cor- 
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poration said, “I am perfectly will- 
ing for each of our 300 banks to get 
whatever benefit it may from the 
balances we carry in return for a 
safe place to keep our funds. It 
would be much less confusing to us 
if a simple schedule were used.” 

“Tt seems to me that some banks 
are making a racket out of service 
charges.” 

On further questioning, it devel- 
oped that the reason for his saying 
this was that many of his schedules 
contained items which he did not 
understand and which he could not 
audit. Of course, the truth of the 
matter is that many of those banks 
which are making a long form an- 
alysis of his account are actually 
making less profit than they would 
make if they used a simple per-item 
charge or a schedule in which the 
earnings credit is expressed by al- 
lowing a certain number of free 
checks for each unit of balance. 


This Bank Pays One Customer 
Excess Earnings 


The treasurer of another large 
corporation said, “I have been get- 
ting long analysis reports for four 
years. Up until a few months ago I 
had to pay a fee almost every month. 
As a matter of fact, the bank de- 
ducted this charge. It amounted to 
anywhere from $20 to $169. 

“There were several items in this 
schedule which I did not understand 
and consequently, did not think 
were fair. For example; there was 
one item labeled “compensation,” 
and in one report it showed com- 
pensation amounting to $127.44. I 
asked the bank what this item was 
for and they told me that all c cher 
items were computed at actual cost 
to the bank and the bank added a 
certain percentage as its compensa- 
tion for handling our account. 

“On this statement, we had a bal- 
ance of $60,000; they deducted $19,- 
130 for unavailable funds. I don’t 
quite understand what that is or 
why it should be deducted. Then 
they deducted another 27% for re- 
serve. After those deductions, they 
said I had $29,835 of loanable funds 
in my deposit and that these funds 
earned $57.03 as a credit against my 
charges. When I compare that item 
with the compensation of $127.44, 
I wonder how the bank thinks that 
is fair. 

“At the bottom of my statement 
each month there are two words 
“Profit or Loss.” Usually the bank 
crossed out the word “Profit” and 
stated that the amount shown was 
a loss to the bank and must be made 
good by deducting the amount from 
my account. 
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“There came a day however, when 
the monthly statement showed a 
profit of $28.46. I put on my hat and 
coat and went to the bank and de- 
manded that the profit be credited 
to my account just as the loss had 
been previously deducted. I had to 
argue for a little while but finally 
the officer agreed that I should have 
it, and ever since that time I have 
been getting a credit to my account 





for the excess of earnings over ex- 
pense.” 

Of course, this bank is breaking a 
law when it pays its customer in- 
terest on demand deposits. 


Individual Items Cause Criticism 


Reproduced herewith is a state- 
ment provided Bankers Monthly by 
the president of a small corporation 


(Continued on page 279) 








How Schedules Have Been Simplified 
(These would not all apply to the same schedule) 


1. Instead of using the average 
balance as the basis of an 
earnings credit allowance— 

2. Instead of keeping daily 
records of float to be de- 
ducted from the average 
balance— 


3. Instead of making a deduc- 
tion for reserves— 


4. Instead of a graduated scale 
of per-check charges such 
as: first 500, 4 cents; next 
500, 3.5 cents; others, 3 
cents— 

5. Instead of having one rate 
for clearing items and an- 
other rate for transit items— 


6. Instead of keeping records 
of transit time and deduct- 
ing the average uncollected 
funds— 

7. Instead of submitting an 
itemized list of charges— 

8. Instead of charging for cur- 
rency and coins deposited 
or withdrawn— 


9. Instead of a deduction for 
F.D.LC. insurance— 

10. Instead of deducting a per- 
centage for the cost of in- 
vesting funds— 

1l. Instead of computing an 
earnings credit allowance— 


1. The minimum balance is 
now used. 


2. The minimum balance with 
no deduction, comes near to 
the same amount. 


3. The minimum balance with 
no deduction takes care of 
reserves. 

4. A uniform charge is used, 
regardless of number of 
checks drawn, such as: 3 
cents per check. 


5. The same rate is used for 
all items. Usually an aver- 
age of all the rates will sat- 
isfy customers better and 
yield more income for the 
bank. 

6. The rate of earnings credit © 
allowance is reduced. 


7. Some merely enter "S.C. 
$57” on the statement. 

8. The earnings credit allow- 
ance is reduced. As a matter 
of fact, the charge for cur- 
rency and coin is unfair to 
large depositors because no 
charge is made to small 
depositors who never with- 
draw more than $100 a 
month in currency. 

9. The earnings credit is re- 
duced. 

10. The earnings credit is re- 
duced. 


11. A lower per-item charge is 
made and there is no charge 
to customers with large bal- 
ances and little activity. 
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This Equipment F acilitates 


RDINARILY, we do not require 

a large mailing room or elabo- 
rate mailing facilities to handle our 
daily volume of mail. However, 
twelve times a year, at statement 
mailing time, we are confronted 
with a bottleneck in this operation. 
Our problem was, until we found a 
solution, to provide adequate mail- 
ing facilities to handle our statement 
mailings efficiently without destroy- 
ing the month-long utility of the 
valuable space such equipment 
would occupy. 

Because our operation area is 
small it is very essential that we 
conserve space wherever possible. It 
was decided that our special mailing 
equipment would have to be of a 
temporary character—the type that 
could be quickly put together and 
readily dismantled. We, therefore, 
had a large wooden table top built, 
10 feet by 4 feet, which was so de- 
signed that it could be mounted on 
two smaller tables which are used 
in our daily work. 

As the statements are prepared by 
the clerks, they determine if the 
statement is to be mailed or held in 
the statement cage, by the color of 
the file cards. The file cards are 
yellow for held statements and blue 
for mailed statements. The state- 
ments that are mailed are placed in 
transfer cases with the flaps open, 
those that are held are placed in a 
drawer in the statement cage files. 
As the statements are completed, 
those to be mailed are placed in the 
storage vault overnight, since we 
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Statement Mailing 





By designing the equipment needed for the special job of 
statement mailing, an operational bottleneck was removed 
and the efficiency of the mailing routine was increased. 


By ALVIN J. VOGEL 


Assistant Cashier, Lake Shore National Bank, 
Chicago, Illinois 


put up the statements on the first 
business day of the month and mail 
on the second business day. 

When the statements arrive in the 
mailing room, they are separated as 
to local and out-of-town and are 
placed on a weighing table. 


The clerk is seated in front of the 
table with the scale before her. She 
weighs each envelope and places the 
envelopes in compartments desig- 
nated for the amount of postage 
necessary. If an envelope requires 
30 cents of more postage, it is placed 
in a compartment for Railway Ex- 
press shipments. The flaps on the 
envelopes are kept open to facilitate 
the handling by the mail clerk. 

Our mail clerk stands back of the 
mailing table and in front of a post- 
age meter machine and runs the 
envelopes through with the correct 
amount of postage as is indicated by 
the compartment from which the 
statements are taken. 

After the envelopes are stamped, 
they are tied in bundles approxi- 
mately six inches wide as is required 
by the post office. This operation is 


handled efficiently by a vise-like 
device which we designed for this 
use. After enough envelopes have 
been stamped to make a six-inch 
bundle, they are placed in the vise 
which is then tightened to make a 
firm bundle. Half of the bundle pro- 
trudes from the vise and is easily 
tied with the string which is con- 
veniently held by a special holder 
at the side of the vise. 

By using this combination of 
homemade mechanical aids, we are 
able to handle between 4,000 and 
5,000 statements in one day without 
using more than two persons for 
the job. 

When the mailing is completed, 
the table top is quickly stored in a 
vertical position in one of the cor- 
ners of the mailing room where it 
occupies practically no space and 
does not interfere with other oper- 
ations. 

This is the third of three articles 
describing the equipment discussed 
at a meeting of the Bank Methods 
and Operations Committee of the 
Chicago Chapter of the A.I.B. 


BANKERS MONTHLY 





wit! 
trat 
spar 
the 


ers 

easi 
thei 
ap 


che 
pay 
som 
min 
mal 
the 

the 

into 
whi 
pile 
for 

incec 


che 
is, 

ded 
larg 
the 
to t 
pro. 
they 
cher 
mor 


Jun 












Jerrerson.lowa,_fe¢—-» / 1945 No. 9// idee 


HomE STATE BANK 22-2063 


6, yg’ 


5sE 


DoLLARS 


This Check Helps Farmers Keep Books 


Not only is this a well-arranged check but it is 
one which farmers and others find helpful in 
connection with income tax reports. 


OR eighteen months we have 

been supplying our customers 
with a check like the one here illus- 
trated. In the left hand corner is 
space for the depositor to write in 
the purpose of issuing the check. 

We explain to our farmer custom- 
ers that this entry will make it 
easier for them to keep records for 
their income tax reports. We say, in 
a pamphlet which we give them, 
“Pay every deductible expense by 
check, note on the check what the 
payment was for. We will give you 
some special checks that will re- 
mind you to make the notation, 
make it very handy for you, even if 
the check covers several items. At 
the end of the year, sort the checks 
into piles according to the items for 
which the check paid. Add up these 
piles and you will have the totals 
for each deductible item on your 
income tax report.” 

Some of our customers use their 
checking accounts adequately—that 
is, they write a check for every 
deductible expense. This means a 
larger service charge income from 
the customer—and a greater service 
to the customer. It is rather easy to 
prove to them and in a way that 
they can all understand, that a 
check can save them some real 
money. 

An ordinary business man is ac- 
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By WARREN GARST 


Cashier, Home State Bank, 
Jefferson, lowa 


customed to keeping books and rec- 
ords. A farmer almost always hates 
to write anything, and when he is 
extra busy in the spring, almost al- 
ways falls by the wayside on his 
farm accounting. However, our 
check and our system gives him a 
memo for every item of income and 
for every item of expense and he 
can post his books any time, even 
several-months later and not miss 
a single item. If we are going to get 
any real amount of farm account- 
ing, we will have to give our farm 
friends some service like this. 

The check form is one that we 
worked out about a year and a half 
ago, and in the 18 months that have 
followed since we put the first ones 
out, we have gotten a very wide 
acceptance of the check by farmers, 
In fact we put no other check out 
now except this form. Not all of 
them fill in the purpose, but the 
form reminds them, makes it easy 
for them—and more and more are 
using it. A good number have com- 
mented on its convenience. 

We have followed your articles in 
the Bankers Monthly about check 
arrangement and think that they 


are very helpful. In‘that connection, 
as we have written you before, we 
have found that a letter direct from 
some bank to the firm or person 
issuing a confusing check is very 
helpful. In very few cases do they 
realize the situation that the poorly 
arranged check produces—and our 
experience has been that they are 
all happy to change the form with 
the next lot printed, if we call their 
attention to the situation in a 
friendly and polite note asking 
their help. 

We have used a few checks with 
our name in the lower left hand 
corner, but these have all been 
standardized forms offered for peo- 
ple who want their name printed on 
the checks, and thus need the upper 
left hand part of the check for their 
name, address, or some other infor- 
mation about them. There are some 
customers who do ask for this form 
of check and we supply it as de- 
manded, but do not make any effort 
to sell it. 

We do not think that the draft 
form check is as handy as the other, 
for sorting and handling purposes, 
but doubt if it is bad enough to be 
the basis for a campaign. First ef- 
fort, to our notion, might better be 
put on the trick checks that float 
around that are a menace to bank 
clerks balancing. 
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ha The abbreviation “Ltd.” is quite often seen on 
checks issued by Canadian firms. To what abbre- 
viation used in America does it correspond? 
a. Acd.; b. Inc.; ¢. Ac.; d. Mon. 


In which city is the Federal Reserve Bank for the 
12th District? 


a. Dallas; b. San Francisco; ¢. Denver; d. Seattle; e. Los Angeles. 


There are some countries whose monetary unit 
should be familiar to those who work in banks. 
What is the monetary unit of Cuba? 


a. Dollar; b. Pound; ¢. Peso. 


4] To what governmental department does the U. S. 
Secret Service belong? 


a. Department of Justice; b. State Department; ¢. Treasury De- 
partment; d. Post Office Department. 


5] Which of the following dates are bank holidays 
in all states? 


a. April 3; b. April 1; ¢. April 12; d. No April Date. 


If a borrower, without credit rating, had no col- 

lateral except a large quantity of coal on his own 
premises, which of the following types of loan would 
be safest for the bank? 


a. Open Line; b. Field Warehouse; ¢. Personal. 


On a 10-key keyboard, how many depressions are 
necessary to list the following numbers: 123.00, 
58.90, 35.87? 


a. Six; b. Three; ¢. Thirteen. 
8 | How many dimes in three rolls? 
a. 75; b. 150; ¢. 120; d. 60. 


An instrument is negotiated when it is transferred 
from one person to another in such a manner as to: 


a. Constitute the transferee the holder thereof; b. Remove the 
liability of the payee; ¢. Make indorsement unnecessary. 


What is the numerical system of the American 
Bankers Association? 


a. The tabulation of the number of banks by states; b. A system 
used by individual banks to help their depositors identify their 
own checks; ¢. A list of all banks in the United States and some 
of its territories arranged numerically as to prefix and suffix 
numbers and also alphabetially by states and cities. The prefix 
number indicates the city or state and the suffix number indicates 
the individual bank. These numbers are called transit numbers 
and are used in place of the name and address of the bank. 





If a husband and wife came into the bank and 

asked what kind of an account they could open 
which would make it possible for the survivor to 
withdraw the funds by check after the death of the 
other without an administratorship, what kind of an 
account would you suggest? 


a. A survivorship account; b. A corporation account; ¢. A partner- 
ship account; d. A certificate of deposit. 


One of the following statements is a necessary rule 
for a teller. Which one is it? 
a. Write your name on each check deposited; b. Initial in ink 
all entries in passbooks, using three initials. 


Which of the following securities owned by a bank 
would be entered as an asset? 


a. Debentures; b. Governments; ¢. Corporate bonds; d. Rails. 


Which of the following are liabilities of a bank? 


a. Demand deposits; b. Savings accounts; ¢. Cashier’s checks 
unpaid; d. Reserves for interest payable. 


What is an earnings credit allowance? 


a. The amount the law allows a bank to earn; b. An allowance 
made for a customer’s balance to offset his service charges; 
¢. That portion of his earnings which a bank employee is allowed 
to deduct from his income tax. 


What is the color of the seal to the right of the 
portrait on Federal Reserve Notes? 


a. Red; b. Green; ¢. Blue; d. Brown. 


Which one of these amounts can be paid with five 
pieces of currency, each piece a different value? 
a. $71; b. $135; ¢. $176. 


Which of the following are federal governmental 
agencies? 
a. Federal Reserve Bank of New York; b. Home Owners Loan 


Corporation; ¢. Investment Bankers Association; d. Morris Plan 
Bankers Association. 


Who may sign the checks of an account in the 
name of a married man? 


a. Only the man himself; b. The man or his wife; ¢. Any of the 
immediate family. 


Do banks ever charge customers for printing the 
checks the customers use? 


a. Yes, when the customer's name is printed on the check; b. No, 
all banks furnish checks free; ¢. Most customers print their own 
checks. 

(Answers on page 270) 


Subscriptions To Reprints 
Of The Quiz Page 


While many banks have ordered 
reprints of the Quiz page, some, no 
doubt, have hesitated because of 
the small amount involved for each 
issue. Rather than ask any bank 
to remit for any one month, we are 
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offering to accept subscriptions for 
a year, payment to be made about 
the middle of the year. 

For example, if you ordered 20 
copies you would receive a bill after 
six months, for 12 months service— 
in this case, for $4.80. 

We can still supply reprints of 
the quizzes published since the first 
of 1944, except June and July. 


Circle the letter indicating the 
answer you believe is correct. Grade 
yourself as follows: 


18, 19 or 20 Very Superior 
16, 16 or 17 Superior 
12, 13 or 14 Good 
8, 9, 10 or 11 Average 
5, 6 or 7 Poor 
2, 3 or 4 Very poor 
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We Cooperate With Implement Dealers 


HE farm equipment trade is well 

represented in our community. 
We have most of the well known 
names in farm machinery—and we 
have good merchants. Our bank has 
enjoyed a substantial volume of 
business from all our implement 
houses. Our dealers give real service 
to their farmer customers and try 
hard to keep up with them in this 
respect. 

When they send a customer to us 
who needs funds to complete the 
purchase of farm equipment, they 
know that if there is a way we can 
make the loan with reasonable safe- 
ty to the customer and to the bank, 
it will be made. We look beyond the 
mere security the farmer has to 
offer. We consider the man, his 
character, and ability to earn. 

Possibly we are a little old-fash- 
ioned in the exercise of our credit 
judgment. 

Many country bankers do handle 
machinery paper now. There was a 
time when banking authorities 
didn’t approve. But, as with auto- 
mobile paper, we and these authori- 
ties finally discovered that farm 
equipment notes were paid, and that 
they were a source of considerable 
income. 

Our local dealers helped put us 
into this business. Occasions would 
arise where a sale could be made 
which did not quite meet the re- 
quirements of the factory credit 
department. The dealers felt safe in 
endorsing the paper. We found it 
worked right in with the loan we 
were already handling for the cus- 
tomer or it brought us an entirely 
new customer. Finally, we discov- 
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E. W. ROSSITER 


President, Bank of Hartington, 
Hartington, Nebraska 


ered there was much paper we 
could take without any guarantee. 
Our arrangement was rather flex- 
ible. Anyway, the dealer and the 
bank usually managed to keep the 
business in the community. We 
found we were helping each other— 
and helping our town—because, be- 
tween us, we were providing a serv- 
ice that brought trade and more 
trade to all the merchants and shops 
in our community. 

There are many things that your 
local bank can do for you. There are 
many things you can do for your 
local bank. It is easy to acquire the 
habit of doing those little things 
which will help each other. It pays 
dividends—both ways. 

In speaking of our experience, we 
are not thinking of these war-boom 
years. Anybody can do business 
now. We have in mind those years 
of drouth and depression—like 1934 
and 1936 when the going was really 
tough. 

It was about five years ago when 
one of our local men came into our 
bank, bringing with him an official 
from the Chicago office of one of the 
large farm implement companies 
and the credit man for this terri- 
tory. They were visiting their deal- 
ers and they simply called to “ex- 
press their appreciation of the fine 
co-operation” we had given their 
representatives in their collection 
work and in the handling of the 
paper which we had taken over. 

In turn, we had to express our 


appreciation for the consideration 
they had shown the farmers of our 
territory during those difficult years 
when there was no money to pay 
with. Our experience with all the 
Major companies was pleasant and 
profitable. 

Yes, there are lots of ways we 
bankers and implement dealers can 
“travel together.” 


Installment Loans Profitable 


A number of bankers have dis- 
cussed with me the possibility or 
desirability of entering the install- 
ment credit or installment sales 
financing field; and I have been 
obliged to say to each of them that 
in my judgment it has been a profit- 
able field, and that if a bank pro- 
vides services and handles its 
activities as a finance company does 
it should meet with reasonably good 
success. Many banks in the past 
attempted to take only the good 
paper instead of the mine run and 
as a result did not generally experi- 
ence the volume expected. I have 
pointed out that unless a bank is 
willing to service the dealer as the 
finance companies do and, incident- 
ally, thereby be of service to its 
community, it cannot hope to attain 
any sizable volume. The dealer, 
after all, has to be financed in the 
purchase of automobiles and other 
articles from the factory, and unless 
a bank provides this service the 
dealer must of necessity channel his 
retail paper through the source ad- 
vancing the floor-planning of his 
merchandise.—Quoted from address 
by Elmer E. Schmus, vice president, 
The First National Bank of Chicago. 
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“I Don’t Agree With C. L. Hufsmith” 


We are glad to have our readers disagree with each other on 
important subjects in order that both sides may be brought out. 
We all have a lot of thinking to do on the technique of service 
charges. Why do we have charges? Can they be perfectly fair to 
all customers? Do depositors expect a credit? Are they entitled 
to it? Bankers Monthly believes that long schedules should be 
simplified but does not promote any one schedule. 


HE article on “Soundness,” by 

C. L. Hufsmith, president of the 
First National Bank, Palestine, 
Texas, in the April issue of Bankers 
Monthly, was well worth reading. 
His explanation of the “factors of 
safety” was especially timely. 

But—when I read this paragraph 
on the second page, “Simple logic 
says that the earnings credit or the 
earnings credit allowance is nothing 
but a device management employs 
to pay interest directly on demand 
deposits,” then my blood began to 
boil. 

He also inferred that an earnings 
credit is an indirect violation of 
Section 19 and Regulation Q, used 
by bank management to the advan- 
tage of the customers and to the 
disadvantage of his employers, the 
stockholders. 

He recalls to our mind the old 
yardstick “ten to one” as a safety 
factor and further states that the 
safety factor has been allowed to 
decline since we now carry a four- 
teen to one ratio. Now it seems to 
me that the fellow who furnished 
the $14 (the depositor) to the $1 of 
the other fellow’s (the stockholder) 
should have some slight advantage. 
And the only advantage he has, out- 
side of the promise of the immediate 
return of his deposit, is the so-called 
earnings credit. 

Let us take two hypothetical cases 
to prove the logic of this practice. 
Depositor “A” carries a balance of 
$4,000 and writes 100 checks per 
month, With no earnings credit, he 
may be charged for 100 checks at 
3 cents each, or $3 for the month. 

Depositor “B” has no more than 
$50 in his account at any time, yet 
he writes 100 checks per month and 
is charged $3, the same as “A” who 
has $4,000 in the bank, the most 
of which can be invested. 

Is it a true statement of fact to 
assume that each of these accounts 
actually costs the bank $3 when one 
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By ROY R. KUNTZ 


Assistant Cashier, The Peoples National Bank 
and Trust Company, 
Monessen, Pennsylvania 


furnished the bank absolutely noth- 
ing to invest and the other one fur- 
nished $4,000 to invest? It doesn’t 
take a Certified Public Accountant 
to see that something is radically 
wrong with this procedure and to 
judge that it is the very essence of 
inequitability to depositors A and B. 

Well, how can the matter be ad- 
justed? Can we increase “B’s” 
charge to make it more equitable? 
No, this cannot be done because 3 
cents per check is our service price 
and covers our cost in this instance. 

Well then, should we reduce “A’s” 
charge to make it more equitable? 
No, this cannot be done either, for 
we can reason that it also cost us 
3 cents to handle “A’s” checks, Can 
we completely forget that we can 
earn nothing on “B’s” balance and 
that we can earn approximately $3 
on “A’s” balance? Logically, we 
can’t, so we give “A” a credit for 
his balance. 

Call it an “earnings credit” if you 
like or if Mr. Hufsmith prefers, call 
it a “service allowance,” which was 
the expression used by W. H. Otis, 
vice president of Gloucester Safe 
Deposit and Trust Co., Gloucester, 
Massachusetts, in the July 1944 
issue of ‘this magazine. 

Commercial Bank Management 
Booklet Number 23, entitled, “Uni- 
form Account Analysis,’ published 
by the A.B.A., recommended the use 
of an “earnings credit” back in 1939. 
This recommendation has been ac- 
cepted by the large majority of 
banks either as a credit against the 
expense of the account or by allow- 
ing a certain number of “free” items 
per each $100 of average balance. 

From recent surveys that have 
been made, this earnings credit rate 
ranges all the way from 1% to 4%. 
This is ridiculous in itself, when at 


the present time, the average earn- 
ings run between 1% and 2%. Some 
banks compute the credit on the 
average balance and some on the 
minimum balance. 

So, to my way of thinking, it is 
not a question of whether we should 
use an earnings credit or not, but 
how it should be computed. Uni- 
formity in method of computing 
service charges is a crying need in 
our banking system. 

The cost factors will partially be 
settled by the cost analysis now be- 
ing conducted by the Bank Manage- 
ment Commission of the A.B.A. 
Over 4,000 banks are participating, 
which shows that at least one-third 
of our country banks are anxious to 
know what their costs are. Perhaps, 
before long, with all the controversy 
over service charges as to method 
and rates, the Bank Management 
Commission will attempt to consoli- 
date our 101 ideas on this subject. 


We Felt We Were Doing 
Wrong By Charging 
Exchange 


The reasons for this bank joining 
the par banks was that we could not 
charge exchange on the cash letters 
sent to this bank without feeling we 
were doing something wrong and 
that, if we needed the revenue, it 
should come from the one who 
wrote the check, 

On explaining to the directors 
that we had been deducting ex- 
change from our cash letters over a 
period of years and that their checks 
cashed out of town were not being 
paid in full, they were very agree- 
able that we discontinue the prac- 
tice and remit for our cash letters 
in full. 

Your magazine may have been 
instrumental in bringing about this 
change. We always look forward to 
reading it—S. P. Lien, president, 
Farmers and Merchants State Bank, 
Stanley, Wis. 
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New hands 


fly through peak 


wartime loads with 


RECORDAK 


6 brew a look at almost any modern bank—with 
check traffic up more than 30% ... and extra 
help as scarce as “hen’s teeth.” Swamped with 
paperwork? Naturally, but there’s an exception 
. in departments where Recordak multiplies 
the value of busy hands. 

Working automatically—with photographic 
speed and accuracy—Recordak proves itself a 
real bottleneck-breaker . . . increases the value of 
every employee, new and experienced alike. 
Food for thought: Banks familiar with Recordak 
are “sold” on its great economies . . . its capacity 
to speed work, and more work. You might, for 
example, consider the Recordak System of Single 


Posting . . . as a way of ending clerical duplica- 
tion... with as much as 33% saving in work... 

Or again, think how Recordak cuts transit costs 
up to 40% ... makes reproductions with photo- 
graphic speed and accuracy . . . trims file space 
98%... or can save 50% of stationery costs. 
Your Recordak future: Today, because Recordak 
is an essential ““war worker” (V-mail is Rec- 
ordak), new installations must wait a bit. But this 
great help in handling reconversion will be more 
than welcome... and should be planned now. In- 
vestigate Recordak. Write to: Recordak Corpora- 
tion, Subsidiary of Eastman Kodak Company, 
350 Madison Avenue, New York 17, N. Y. 


RECORDAK - originators of modern microfilming 


Do Non-par Bankers Understand 
Qur Check Collection System? 


A letter here reprinted shows a lack of understanding of the federal 
reserve collection system. Mr. Apking assumes that the Government 
supports the federal reserve banks with tax money. His misunder- 
standings are corrected by a par banker whose bank is a stockholder 
in the Federal Reserve System, 


Non-par 
GEORGE APKING 


V. P. and Cashier, Jefferson County Bank, 
Daykin, Nebr. 


OUR request for expressions of 

sympathy for non-par bankers 
in a recent issue of Bankers 
Monthly is out of order. 

The fundamental fact is that the 
government of this country through 
the Federal Reserve System has 
taken upon itself the responsibility 
of the collection of bank checks. 
No one questions that such a job 
costs money. It costs plenty in my 
own bank. 

In the federal reserve banks, 
however, these costs are not assess- 
ed against the people for whom the 
service is performed. Let us have 
no arguments as to from what 
source the federal reserve banks 
get their earnings, for bankers are 
going to Congress in droves asking 
for cessation of governmental sub- 
sidies to competing agencies. 

The Federal Reserve Board says 
that solicitation of accounts with 
agreement to absorb exchange and 
other costs of collection of checks 
is unlawful. Yet the Federal Re- 
serve System solicits membership 
promising to do that very thing. 

An exchange-charging banker is 
a non-conformist. He has no illu- 
sions about a check on his bank 
being part of the currency of the 
country. He is willing for Congress 
to issue the currency of the country. 
To him a check on his bank is 
merely an order to pay funds to 
some designated individual, and he 
has assumed no obligation to his 
depositor to pay these funds except 
over the counter of his own bank. 
If the payee of a check a thousand 
miles away wishes the funds trans- 
mitted to him, he has a perfect right 
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to so request it, and the exchange- 
charging banker assumes he is will- 
ing to pay the cost of such trans- 
mittal. 

However, for a generation or so, 
the governmental agency, the fed- 
eral reserve banks, have arranged 
to transmit these funds on checks 
drawn on member banks without 
charge to the drawee, charging the 
expense thereof—to whom? 

There is the nub of the contro- 
versy. Payees of checks, (recent 
emissions of credit men in the press 
will verify) are of course perfectly 
willing to permit the taxpayer, 
through governmental subsidy to 
the banking system, to pay for the 
costs of check collection and fund 
transmittals. 

The governmental agency in- 
volved, naturally, is desirous of 
monopoly of such activities, other- 
wise it cannot function effectively, 
for such is the history of govern- 
mental functions. 

Many bankers are willing to ac- 
cept the subsidy and shunt the work 
and expense of check collection onto 
the government agency. 

Your exchange-charging banker 

wants none of these things. May 
his tribe increase. 
NOTE: The Editor submitted Mr. Ap- 
king’s letter to J. H. Peters, president, 
First National Bank in Loveland, Colo- 
rado in order that he might outline the 
facts about the Federal Reserve collection 
system. Following is his reply: 

I appreciate your fairness in giv- 
ing me an opportunity to comment 
upon the letter which you received 
from Mr. Apking. I have noted your 
studied effort to present both sides 
of the non-par-Brown-Maybank 
controversy, and feel that in doing 
so, you are helping very substan- 
tially to clear away the differences 
which have brought that contro- 
versy about. 

Mr. Apking has a good deal to 


Par 
J. H. PETERS 


President, First National Bank, 
Loveland, Colorado 


say at the outset about the cost of 
collection of bank checks. I am 
sure we all agree that such cost is 
one of our major items of expense. 
I think it is extremely important, 
however, to note that this whole 
controversy concerns itself not at 
all with the cost of collection of 
checks but with the cost of pay- 
ment of checks. To charge exchange 
is to charge for paying a check, and 
merely adds to the cost of collecting 
it—a charge for which no service 
is rendered. 

The banks are greatly indebted 
to the Federal Reserve System for 
minimizing the cost of collection 
of checks. Were it not for the Fed- 
eral Reserve System and the wide 
prevalence of the practice of par 
clearance for which it is primarily 
responsible, the cost of check col- 
lection would be far greater than it 
is. 

Also—were it not for the persist- 
ence of the non-par banks of the 
country in engaging in a practice, 
all justification for which has long 
ceased to exist, the cost of check 
collection would be far less than it 
is. I refer Mr. Apking to the Decem- 
ber issue of Bankers Monthly for a 
further statement of my views. 

Mr. Apking wants “No arguments 
as to from what source the federal 
reserve banks get their earnings, 
for bankers are going to Congress 
in droves asking for cessation of 
governmental subsidies to compet- 
ing agencies.” 

Since he wants no arguments 
about it, we’ll just make a few 
statements of the truth. 


(Continued on page 262) 
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Give your bank’s checks the advantages of 


THE BEST-ANOWN NAME IN PAPER 


The advantages of 
Hammermill Safety 


PRESTIGE. Your customers know and 
respect the Hammermill name. When 
you use Hammermill Safety you link 
the prestige of your bank with the 
prestige of the best-known name in 
paper. 

PROTECTION. Hammermill Safety 
shows instantly any chemical or 
mechanical alteration. Because it is 
the safety paper made complete 


in one mill, every protective fea- 
ture is under scientific control 
through every step of the manufac- 
turing process. 


SATISFACTION. Your customers will 
appreciate Hammermill Safety be- 
cause it is easier to write on, takes 
pen writing without feathering or 
scratching, and because it has the 
quality to give dignity and impor- 
tance to their checks. 


Hammermill Safety is available in 


Hammermill Paper Company, Erie, Pennsylvania 


June, 1945 


seven pleasing colors and a variety 
of surface designs. If you would like 
the Hammermill Safety sample book, 
just mail the coupon. No obligation. 
No salesman will call. 


Hammermill Paper Company, 
1505 East Lake Road, Erie, Pa. 


Please send me—free—a copy of your 
Hammermill Safety Sample Book and a copy 
of “BUSINESS CHECKS—Their Proper Plan- 
ning and Design.” 


Name 


OO 


Please write on, or attach ta, your bank letterhead) BM-JUN 
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Apparently Non-Par Bankers Misunder- 
stand The Federal Reserve System 


What The Non-Par Banker 
Claims 


1. The Government has taken 
upon itself (through the Federal 
Reserve System) the collection 
of checks. 

2. The collection costs are not 
assessed against the people for 
whom the service is performed 
but are paid for by the tax 
payers of the country. 

3. A check on our bank is an 
order to pay funds only over the 
counter of our bank. 

4. A payee 1000 miles away 
should pay for the cost of trans- 
ferring funds to him. 

Payees of checks (recent emis- 
sions of credit men will verify) 
are, of course, perfectly willing 
to permit the taxpayer, through 
governmental subsidy to the 
banking system, to pay for the 
cost of check collection and 
fund transmittals. 





The 12 federal reserve banks are 
completely owned by their member 
banks. The government does not 
have a dollar invested in them and 
never has had. The banks are man- 
aged by their own boards of direc- 
tors, two-thirds of whom are elected 
by the stockholder banks. The Board 
of Governors, while strictly a 
governmental agency with certain 
powers of supervision over federal 
reserve banks as well as member 
banks on matters broadly affecting 
the public interest, derive no part 
of their operating expenses from the 
public treasury. All are borne by 
the federal reserve banks. 

The creation of Federal Reserve 
bank credit through lending and 
through purchases of securities 
yields an income to the banks in 
the form of interest. In this way, 
the federal reserve banks earn their 
expenses, pay dividends to their 
shareholders (member banks) and 
provide various services to their 
stockholders and through them to 
the public. 

One of such services is the col- 
lection of checks. This service is 
rendered to member banks without 
charge and the amount of service 
available to any member is in no 
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The Truth About Federal 
Reserve 


1. Without Federal Reserve, 
the cost of collecting checks 
would be far greater than it is. 


2. The Government does not 
have one dollar invested in fed- 
eral reserve banks. The Federal 
Reserve Board derives no part 
of its expense money from taxes. 
The costs of federal reserve 
banks are paid from income re- 
ceived from loans and invest- 
ments—the same as in other pri- 
vately owned banks. 


3. It is the responsibility of the 
drawer of a check drawn in the 
exact amount due the payee to 
get that amount to his debtor 
and not less than the amount. 


4. The cost of transferring 
funds should be paid by the man 
whose responsibility it is to pay 
a debt. 





way governed by the amount of the 
stock investment of the member or 
the reserve balance which it carries. 
Contrary to Mr. Apking’s state- 
ment, the reserve banks absorb no 
exchange charges. As a matter of 
fact, they would have no opportun- 
ity to absorb any such charges, even 
if they were inclined to do so, for 
Section 13 of the Federal Reserve 
Act prohibits any exchange charges 
being made against a federal re- 
serve bank. For that reason, they 
do not handle non-par checks. 
The federal reserve banks not 
only enjoy no use of government 
funds by way of subsidy or other- 
wise, but they are themselves lend- 
ing money to the government. Ac- 
tually, as a group, they are the 
government’s largest creditor. The 
total of government securities 
which they now own is in excess of 
$12,500,000,000. To be entirely ac- 
curate, it should be pointed out that 
none of these securities represent 
direct loans to the government, but 
indirect advances, as all of the 
securities have been purchased on 
the open market primarily for the 
purpose of stabilizing the govern- 
ment’s security market for the 
benefit of the commercial banks 


and other holders of government 
securities, and to provide needed 
reserve funds for banks from time 
to time. 

No actual shipment of funds is 
ever made between the federal re- 
serve banks in their check clearing 
operations, for all settlements are 
effected by debits and credits 
against the gold accounts of the 
several banks which are maintained 
at a central point. The facilities 
thus made available by the reserve 
banks provide such a swift and 
economical method of collection 
that by far the greater volume of 
all checks issued are cleared 
through the system. 

I am in entire agreement with 
Mr. Apking’s statement that the 
exchange-charging banker “is a 
non-conformist.” He claims that the 
non-par banker spurns any subsidy, 
“for,” he says at the end of his 
letter “many bankers are willing to 
accept the subsidy and shunt the 
work and expense of check collec- 
tion onto the government agency” 
but that “your exchange-charging 
banker wants none of these things.” 

If he is referring to the exchange- 
charging banker who has his ex- 
change charges absorbed, as of 
course he is, he has the two types 
of bankers exactly reversed. It is 
the exchange-charging banker, not 
the par-banker, who receives a 
subsidy. The greater part of his 
charges are paid by other banks, 
usually par banks, many of which 
are no larger than his own bank. 
The non-par banks are receiving a 
subsidy which comes largely from 
other banks in their locality. As a 
“non-conformist” the exchange- 
charging banker doubtless also con- 
siders himself a rugged individual- 
ist. If so, upon the facts being 
brought home to him, he should be 
out crusading against this sort of 
thing instead of stealthily reaping 
its benefits. 

Surely, Mr. Apking will have to 
agree that it is the job of the drawer 
of a check, if it is drawn in pre- 
cisely the amount due the payee, to 
get the face amount of that check 
to the payee, and that is the job he 
passes on to his bank. I believe 
that in the great majority of cases, 
if the drawer of the check were 
consulted about it, he would want 
his checks paid at par, even at some 
additional expense to himself. 
That’s what any right-thinking 
person would want, and most people 
are right-thinking. It would be in- 
teresting to know whether or not 
Mr. Apking has ever inquired as to 
his customers’ wishes. 
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When you think of the kind of home 
you can have tomorrow—think of these 
practical, proved advantages that can be 
yours! 

These actual developments are not 
dream-children . .. nor the products of 
starry-eyed designers of some “brave 


War Bonds are not merely 


bought systen 


with interest to | 


new world” beyond the horizon .. . the 
overwhelming majority are in existence 
right now, only waiting for the mass de- 
mand that will follow the war, plus 
availablity of materials to make them 
as practical a part of your daily life as 
a loaf of bread! : 


and when they are yours, they 
will be worth protecting with the 
surest, most complete insurance 
you can have... quality ingyr- 


ance to equal the quality of 
ne our 
living conveniences. ¥ 


al THE HOME vw 


FIRE AUTOMOBILE * MARINE INSURANCE 
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MONROE’S Exclusive “Proof-Pay” 


This ONE Monroe Bank Bookkeeping Machine does the three major 






bank accounting jobs . . . COMMERCIAL POSTING, INTERIOR 
PROOF, SAVINGS POSTING ... it is revolutionizing bank accounting. 





Monroe Calculating 
Machines have been 
standard equipment 
in banks for a 
generation. The 
same excellence of 
construction and 
dependability that 
have won universal 
acceptance are 
built into Monroe 
Listing and Monroe 
Bookkeeping 
machines. 


Monroe Adding- 
Listing Machine. 
Available with 
narrow or wide 
carriage, single 
register or grand 
total. Direct plus and 
minus bars, “Velvet 
Touch” action, live 
operating keys. 
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gives Dual Proof with Single Posting 


JOURNAL 


The extreme simplicity of Monroe’s “Proof Pay” can be seen 

‘at a glance. The 314” tape produced by the “Proof Pay” run 
is a control of the entire posting of accounts, showing old 
balances, checks, deposits, and new balances. All overdrafts 
are instantly detected, and immediate adjustments can be 
made mechanically in all control registers. The totals on the 
journal produced by the posting run must agree with the 
totals on the “Proof Pay” tape. 


In this Monroe Bank Bookkeeping Machine you have a machine of completely 
modern design, built especially to meet the new and modern needs of bank 
accounting. Because of its modern design it has made possible a unique and 
revolutionary system that is simple, fast, fool-proof. Its simplicity and “Velvet 


Touch” ease of operation is instantly recognized and appreciated by every operator. 


Call the nearest Monroe Branch; a representative will explain Monroe 
features and advantages. Ask for fully illustrated booklet, ‘““‘Three Machines in 


One”. Monroe Calculating Machine Company, Inc., Orange, New Jersey. 


ONROE 


CALCULATING « LISTING « BOOKKEEPING MACHINES 





Delayed Returns Now Allowed 
By 60% Of Clearing Houses 


Since Bankers Monthly started to promote the delayed posting 
method in the May 1942 issue, Clearing House rules have been 
changed in 199 clearing houses (60% of the total)—and ten states 
have passed laws allowing all banks in the state to return dishonored 
items the day following receipt. This change in rules facilitates 
the rapid increase in the use of delayed posting. 


N PAGE 197 of the May 1942 

issue, we published the first of 
a series of twelve articles promot- 
ing delayed posting, and urging a 
change in clearing house rules to 
make it possible for banks to avoid 
the extra work of sight paying all 
checks before the bookkeepers get 
them. 

As a result of this campaign, we 
are now able to report that 199 
clearing houses have changed their 
rules to allow the return of items 
the following day, and ten states 
have passed laws allowing all banks 
in the state to delay returns. 

Delayed posting is characterized 
by the accumulation of items so 
that each ledger sheet may be 
posted complete for the day—and 
handled only once. 

Previous to this type of posting, 
it had been the custom for book- 
keepers to dribble post, that is, every 
time they got a few checks from the 
tellers or from the mail, they would 
post those few. Then, in an hour or 


so, they would get another batch 
and post those—and so on through 
the day. By this dribble posting 
method, it was necessary to handle 
the same ledger sheets several 
times, On an active account there 
might be three or four new balances 
in one day. 

As a result of personal visits to 
banks in 38 of the 48 states, the 
editor was impressed with the ad- 
vantages gained by delayed posting. 
Fewer bookkeepers were required; 
greater accuracy was the result; 
stationery was saved; and sight 
paying was eliminated. Most clear- 
ing houses, however, had a rule 
which required that dishonored 
items must be returned on the same 
day received. This made it necessary 
for someone (in large banks, many 
people) to go over all checks as 
soon as they were received from 
the clearing house to determine 
whether any would create an over- 
draft, or, for some other reason, 
would have to be returned. All of 


this special and extra work could 
be eliminated if rules were changed. 

We reported 16 clearing houses 
having changed their rule in March, 
1943 Bankers Monthly. Then, in 
May, 1943, we published a list of 
90 clearing houses. In February, 
1944, the list included 187. Now, 
banks in 199 cities, and all banks in 
ten states, may delay their returns 
for 24 hours. The list is published 
herewith. 

We are sorry to say, however, 
that not all cities in the states 
which now have laws have availed 
‘themselves of the benefits to be de- 
rived from delayed posting and 
from the new law. At least one or 
two cities are waiting for other 
cities to change their rules, and con- 
tinue to sight pay even though 
many bank officers in those cities 
admit that sight paying should be 
classified as unnecessary work. 

We have previously published the 
wording of some of the state laws, 

(Continued on page 268) 


The Bankers Monthly Campaign Includes The Following Articles On The Return Of 
Dishonored Items 


1. 28 Banks Benefit From De- 
layed Posting 
May, 1942—p. 197 


2. Dishor red Items Returned 
The Day Au er Receipt 
Jun, 1942—p. 250 


3. Paying And Posting De- 
layed In At Least Two Cities 
August, 1942—p. 347 


4. Wires On Returned Items 
Often Unnecessary 
January, 1943—>p. 8 


5. Sixteen Clearing Houses 
Have Changed Rules On Re- 
turn = March, 1943—p. 108 

6. Too Many Dishonored Items 

April, 1943—p. 156 

7. Send Wires Direct 

April, 1943—p. 168 

8. 90 Clearing Houses Now 

Return Checks The Next Day 
May, 1943—p. 197 
9. New State Law Allows De- 


layed Return Of Items 
June, 1943—p. 256 


10. 187 Clearing Houses Delay 
Returns—Six States Have Laws 
February, 1944—>p. 5S’ 


11. No Protest—No Wires Un- 
less Specifically Requested—And 
Customers Make No Complaint 

August, 1944—p. 343 


12. Less Help—Fewer Errors— 
Less Time Spent On The Books. 
Those Are The Benefits From 
Delayed Posting 

February, 1945—p. 59 
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Checkerdale offers... 


a yardstick for your use 


How up-to-date are Farmer Brown’s methods? Is he 
taking advantage of improved feeding methods and 
equipment? What are his profit probabilities this season? 
These are questions involved in your dealings with all of 
the Farmer Browns in your community. 


And for your community, the Purina Dealer may offer 
a yardstick that can frequently be helpful in measuring 
a local farmer’s operations. If a farmer works along 
program lines, then he’s using quality feed, seed, equip- 
ment, fertilizer, sanitation products, etc., that have been 
proven. More than that, he’s following sound breeding, 
management, sanitation and feeding practices. And he's 
taking advantage of such aids as the Purina Feeding 


it 


Advisory Service and available Marketing Service. That 
farmer is very likely to be an alert, aggressive, profit- 
making businessman — the kind of client you prefer. 


Purina calls the farm store which offers all of the 
above supplies and special services — a Checkerdale. A 
farm store of this character cannot help but be a sub- 
stantial factor not only in building a profitable local 
agriculture, but local business in general. 


A Purina Checkerdale should be a matt,; of definite 
interest to you. The Purina field man serviag your area 
has all of the details. To speed his call, drop a note to — 
Banker's Service Division, Purina Mills, St. Louis 2, Mo. 


ERs 


; sbelam | Hi 
DEDICATED TO THE BUILDING OF THE AGRICULTURAL COMMUNITY 
June, 1945 
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but we think it may be helpful to 
bankers in states that still do not 
have such a law to publish here the 
wording of the laws in Alabama, 
Idaho, and Wyoming. 

How the law in Alabama is 
worded: 

Section 1. Any negotiable instru- 
ment or check payable on demand, 
at or by any bank, shall be deemed 
to have been présented within a 
reasonable time, if it is negotiated 
by the holder or delivered or mailed 
by the holder to a transferee or 
agent bank on the business day 
next following its receipt; and after 
any such instrument or check is in 


Ten States Allow All Banks To Return Items 
The Day Following 


. Alabama 
. California 
. Idaho 

. Illinois 

. Michigan 


6. New Mexico 
7. Ohio 

8. Texas 

9. Wisconsin 
10. Wyoming 


the possession or custody of any bank, of any negotiable instrument 
bank, it may be handled according or check, payable at or by any bank, 
to current bank custom and usage. until the close of business on the 


Section 2. The retention, by any (Continued on page 284 


199 Cities In Which Dishonored Items May Now Be Returned 
The Day After Receipt — 144 Without Restriction 


Abilene, Texas 
Akron, Ohio 
Alameda, Calif. 

{ Albany, Ga. 

t Albany, N. Y. 

‘+ Alexandria, Va. 
Allentown, Pa. 
Altoona, Pa. 
Amarillo, Tex. 
Ames, ‘Ia. 
Asheville, N. C. 
Atlanta, Ga. 
Atlantic City, N. J. 

{ Augusta, Ga. 
Aurora, Ill. 

f Austin, Tex. 
Bakersfield, Calif. 
Baltimore, Md. 
Battle Creek, Mich. 
Bay City, Mich. 
Beaumont, Tex. 
Bellingham, Wash. 
Beloit, Wis. 
Berkeley, Calif. 
Bethlehem, Pa. 
Birmingham, Ala. 
Bismarck, N. D. 
Bloomington, III. 
Boston, Mass. 
Bridgeport, Conn. 
Bristol, Va. 
Brunswick, Ga. 

i? Buffalo, N. Y. 

‘? Butler, Pa. 
Camden, Ark. 

i} Casper, Wyo. 

; Cedar Rapids, Ia. 
Champaign, IIl. 
Charles City, Ia. 

f Charleston, S. C. 
Chattanooga, Tenn. 
Cheyenne, Wyo. 

t Cincinnati, Ohio 
Cleveland, Ohio 
Clinton, Ia. 


Colorado Springs, Colo. 


{7 Columbia, S. C. 

® Columbus, Ohio 

+7 Corsicana, Tex. 

+ Cumberland, Md. 
Council Bluffs, Ia. 

+ Dallas, Texas 
Danville, Ill. 
Danville, Va. 
Denver, Colo. 
Des Moines, Ia. 


Detroit, Mich. 


'? Dothan, Ala. 
* Duluth, Minn. 


Durham, N. C. 
Easton, Pa. (East 


Philipsburg Clearing 


House) 
East St. Louis, Ill. 
Elkhart, Ind. 
El Paso, Texas 
Eugene, Ore. 
Evanston, Ill. 
Evansville, Ind. 


' Fargo, N. D. 


Ft. Wayne, Ind. 
Ft. Worth, Texas 
Gainesville, Ga. 


t Galveston, Texas 


Glendale, Calif. 
Grand Island, Neb. 
Grand Rapids, Mich. 
Green Bay, Wis. 
Greensboro, N. C. 
Greenville, S. C. 
Greenwich, Conn. 
Griffin, Ga. 
Hannibal, Mo. 


‘t Hazleton, Pa. 


Hibbing, Minn. 
Hollywood, Calif. 
Houston, Texas 


'? Huntington, W. Va. 


Huron, S. D. 
Hutchinson, Kans. 
Indianapolis, Ind. 
Jackson, Mich. 
Janesville, Wis. 


i? Kansas City, Kans. 


Kansas City, Mo. 
La Crosse, Wis. 
La Fayette, Ind. 
Lansing, Mich. 
Lancaster, Pa. 


* Lawrence, Kans. 


Lincoln, Neb. 


t Long Beach, Calif. 
‘7 Lorain, Ohio 


Louisville, Ky. 
Macomb, Il. 
Macon, Ga. 
Madison, Wis. 
Manhattan, Kans. 
Manitowoc, Wis. 
Marietta, Ohio 
Marinette, Wis. 
Meadville, Pa. 


Miami, Fla. 
Milwaukee, Wis. 
Minot, N. D. 
Modesto, Calif. 
on- TY Montclair, N. J. 
Montgomery, Ala. 
Muskegon, Mich. 
+7 Nashua, N. H. 
Neenah, Wis. 
Tt Newark, N. J. 
New Haven, Conn. 
New London, Conn. 
New Orleans, La. 
New Rochelle, N. Y. 
New York, N. Y. 
Niagara Falls, N. Y. 
Norwalk, Conn. 
Oakland, Calif. 
Ogden, Utah 


+ Oklahoma City, Okla. 


Orange, N. J. 
Oshkosh, Wis. 
Palestine, Texas 
Paris, Texas 

tt Pasadena, Calif. 
Pensacola, Fla. 
Peoria, Ill. 

Phenix City, Ala. 
Phillipsburg, N. J. 
Phoenix, Ariz. 

t Pine Bluff, Ark. 
Portland, Ore. 
Portsmouth, Ohio 
Providence, R. I. 
Pueblo, Colo. 
Quincy, Ill. 
Racine, Wis. 

* Richmond, Va. 

*t Rochester, N. Y. 
Rockford, III. 
Rome, Ga. 
Sacramento, Calif. 
Salisbury, N. C. 
Sandusky, Ohio 
St. Paul, Minn. 
Salinas, Calif. 
Salt Lake City, Utah 
San Angelo, Tex. 

' San Antonio, Tex. 
San Diego, Calif. 
San Jose, Calif. 
San Pedro, Calif. 
Santa Barbara, Calif. 
Santa Cruz, Calif. 
Santa Monica, Calif. 
Santa Rosa, Calif. 


Savannah, Ga. 
Scranton, Pa. 
Seattle, Wash. 
Sheboygan, Wis. 
Shreveport, La. 


Tt Sioux City, lowa 


South Norwalk, Conn. 
Spokane, Wash. 
Springfield, Ill. 
Springfield, Mass. 
Springfield, Mo. 
Stockton, Calif. 
Superior, Wis. 
Syracuse, N. Y. 
Tacoma, Wash. 
Terre Haute, Ind. 
Texarkana, Ark. 
Tucson, Ariz. 
Utica, N. Y. 
Vernon, Texas 
Vicksburg, Miss. 
Waco, Texas 
Washington, D. C. 
Waterbury, Conn. 
Watertown, Wis. 
Watsonville, Calif. 
Whittier, Calif. 
Wichita Falls, Tex. 
Wilmington, Calif. 
Wilmington, N. C. 
Yakima, Wash. 
Yankton, S. D. 
York, Pa. 


KEY 


Return next business 
day on Saturday only 


Items under $500 only 
Items under $50 only 


i Notice sent on day re- 


ceived (usually on large 
items only); item re- 
turned next day 


Notice of forged or sus- 
pected items telephoned 
as soon as discovered 


Applies to outlying 
banks only 


Items under $100 
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NCB TRAVELERS CHECKS 


Issued by America’s Greatest World-Wide Bank 


Used by Experienced Travelers for Over Forty Years 


A Logical Service for Banks to Offer Their Clients 
Geo 


The selling bank retains entire commission — i. e. v, of 1% 


We shall welcome inquiries concerning this service 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office - 55 WALL STREET - New York 
Correspondent Banks throughout the World 


Member Federa! Deposit Insurance Corporation 


Active Overseas Branches of The National City Bank of New York 


ARGENTINA Pernambuco COLOMBIA Caibarien MEXICO Caguas 
Buenos Aires Santos Bogota — Cardenas Mexico City Mayaguez 
Ploses Sao Paulo Barranquilla Manzanillo Ponce 

Medellin Matanzas 


(Buenos Aires) 3 PERU 
Pe cnsenoti CANAL ZONE CUBA Santiago REPUBLIC OF 


(Renee Abies) Balboa Havana ENGLAND Lime PANAMA 
uenos Aires “a ee lien 
Rosario eeeeeees ——— 117, Old Broad St. PUERTO 
Galiano 11,Waterloo Place RICO 
CHILE (Havana) INDIA San Juan 
BRAZIL Santiago La Lonja Bombay Arecibo VENEZUELA 
Rio de Janeiro Valparaiso (Havana) Calcutta Bayamon Caracas 


URUGUAY 
Montevideo 
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Answers To Bankers 
Monthly Quiz No. 25 


b. The abbreviation Ltd. means 

“limited.” The abbreviation Inc. 
means “incorporated.” Perhaps the 
word limited is more descriptive of 
the real meaning. A firm in the 
United States which has been in- 
corporated or a firm in Canada 
which uses the abbreviation Ltd. 
requires a limited responsibility of 
stockholders. 


b. The Federal Reserve Bank for 

the Pacific Coast District, known 
as District 12, is in San Francisco. 
There are, however, branches in 
Portland, Los Angeles, Seattle, and 
Salt Lake City. 


c. The Cuban peso corresponds 
to the American dollar. 


c. The U. S. Secret Service has 

the task of capturing counter- 
feiters, which is of primary interest 
to the Treasury Department. 


d. There is no April date which 
is a bank holiday in all states. 


b. The Field Warehouse method 

of collateral makes it possible to 
place coal in bulk in the hands of a 
custodian employed by a Field 
Warehouse Company. This type of 
collateral is considered to be one of 
the best for current loans. 


wa c. It requires a depression for 
each digit, including the zeros, 
on a 10-key keyboard. 


8 | b. There are 50 dimes in a roll. 


a. Unless the instrument is made 

payable “to bearer,” an indorse- 
ment is necessary for further nego- 
tiation. If it is made payable “to 
bearer,” delivery constitutes the 
transfer of title. 


c. Banks use the transit number 

of the check being sent by mail 
to another bank for clearing instead 
of the name of the bank on which 
the check is drawn. 


a. Survivorship account allows 

either of those in whose names 
the account is carried on the books 
of the bank to sign checks and to 
withdraw any amount without the 
knowledge of the other. A partner- 
ship account is a business account 





and allows, by agreement, either 
partner to withdraw funds-on his 
own signature alone but it is a busi- 
ness relationship always and never 
a husband and wife account unless 
the husband and wife are in busi- 
ness as legal partners. 


b. It is common practice for 

every bank to require a teller 
who enters a deposit in a passbook 
to initial the entry so that respon- 
sibility may be placed in case of 
an error. 


All. Each of these terms repre- 

sents a security which is com- 
monly owned by banks and, of 
course, all securities owned by 
banks are assets. 


All. A liability is a fund on a 

bank statement representing 
money which belongs to some one 
other than the bank as a corporation 
or which is money being reserved 
for paying a bill which will shortly 
be due, such as “reserves for interest 
payable.” Demand deposits must be 
returned to the depositors; savings 
accounts must be returned to the 
depositors; cashier’s checks must be 
paid when they are presented; “re- 
serves for interest payable” will be 
credited to the savings depositors 
upon interest dates. 


b. A few large banks allow each 

customer a credit for his balance 
and then deduct service charges 
from this credit. This is supposed to 
favor the large depositor who does 
not write too many checks. It is 
debatable, however, as to whether 
this is always true. 


b. The seal on each type of cur- 
rency is a different color. 


c. $176 can be paid with five 

pieces of currency, each differ- 
ent, as follows: a $100 bill, a $50 
bill, a $20 bill, a $5 bill and a $1 bill. 


b. Some bank customers think 

that federal reserve banks are 
governmental institutions. While 
they are controlled by the Federal 
Government, the same as National 
Banks are controlled, the govern- 
ment does not own them. They are 
owned by their members. The Home 
Owners Loan Corporation, however, 
is owned by the Federal Govern- 
ment. The Investment Bankers As- 





sociation is a voluntary organization 
of investment houses. And the Mor- 
ris Plan Bankers Association is a 
voluntary organization of banks 
operating on what is known as the 
Morris Plan. 


a. Obviously, if the account is 

in the name of a married man, 
he is the only one who can sign the 
checks. A man’s wife can not sign 
checks against his account. Only 
when she has a joint account with 
him, or when she has been given 
“power of attorney,” can she sign 
checks against the same account as 
her husband. 


a. It is common practice to 

charge customers for checks 
when their names are printed on 
the checks. There are some banks, 
also, which charge customers for 
checks even though their names are 
not printed on them. 


Adequate Facilities Essential 
To Safe Deposit 


Several cases are on record which 
maintain that a bank is liable for 
losses sustained by safe deposit cus- 
tomers as a result of inadequate 
safekeeping facilities, In one case a 
bank held in safe deposit war sav- 
ings stamps totaling $1,000 for an 
individual customer. Although the 
bank had a burglar proof safe, it 
was unable to store the stamps 
within it because there was insuffi- 
cient room. The stamps were there- 
fore stored within an insecure vault. 

The vault was robbed by bur- 
glars who stole the customer’s 
stamps as well as $800 belonging to 
the bank. At the same time, the 
burglar-proof safe inside the vault 
was not broken into. 

In holding the bank liable, the 
court said: 

“Tt is not sufficient defense that 
the defendant had solicited deposits 
of more Liberty Bonds and War 
Savings Stamps than its safe would 
accommodate. The safe was ample 
when plaintiff’s stamps were ac- 
cepted; the defendant then having 
only $500 in War Savings Stamps 
and $75,000 in Liberty Bonds on 
special deposit. 

“We therefore affirm the judg- 
ment of the Circuit Court.” 





There Is No Perfect Service Charge 


Someone can pick flaws with every schedule. However, many schedules can be simplified, and 
simplification saves work for the bank, pleases the customer, and usually brings the bank more income. 
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At Your 


Finger- 


Tips... 


UNITED 


“eAsam 


ALL The 
Information 


About ANY Bank 
ANYwhere 


L doesn’t matter where YOU are—or how far away is the bank you 
want to know about. 


All the facts you need about it are as close to you as your fingertips— 
as easy to locate as putting your finger on the right town on the map. 


it 

Seat. Ist N., Bpok 

F 2644 3 oglun: 13|N. City, N.Y.; Northw. 

Sieneabai | tile tA Mat 
Dec'4 


Miners & Merchants Rack =D. J. Dundas . R. L. Sproul H_ School 
9340 ; 
aia | Un. Bi. & Tr, Helena 


F U R T H E R M Oo R E = ONLY in the Blue Book will you find those facts edited and 


compiled into columnar form, for quick analysis and easy compari- 
son... every bank statement presented in an 11-way breakdown 
that is identical for a//] banks . . . all other information instantly 


SPEAKING OF accessible under 7 classifications. 
MAPS Blue Book information is quick, complete, and 


ee Se ee ee oe 100% accurate. Speed up your operations— 


with the latest information. All of them 


products of the greatest map publishing increase efficiency and profits—keep the 


— BANKERS DIRECTORY 


always at your fingertips 
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Loans Were Brought To Our Bank 
By Practical Talks With Farmers 


A definite program has made it possible for this bank to become 
intimately acquainted with the farmers of more than 20 counties 
and has enabled the bank to serve the needs of its patrons more 
completely. By reporting the latest agricultural and livestock devel- 
opments, it has stimulated the prosperity of the community and 
has increased its own loan volume. 


N THE past year the Agricultural 
and Livestock Department of our 
bank increased its number of credit 
customers over the previous year 
by 16%. Nearly all these borrowers 
are new patrons of the bank, living 
in four counties in Virginia and 16 
counties in North Carolina. Many 
of them are customers because of 
the interest we aroused during our 
local radio programs. 

Several instances have occurred 
where strangers have come into the 
office about something I said over 
the radio. After talking with a pros- 
pective customer, I go out to see his 
farm. As a result of this, he often 
becomes a customer of the bank and 
eventually introduces his neighbors 
to our service also. 

Our Agricultural and Livestock 
Department was organized to better 
acquaint the bank with its rural 
neighbors. We found that the best 


By L.E. PETTYJOHN 


Manager, Agricultural and Livestock Department, 
American Bank and Trust Company, Suffolk, Va. 


approach to this goal was through a 
free service division for farmers 
which would aim to improve agri- 
cultural conditions in our area. Ac- 
cordingly, we developed a radio pro- 
gram in which we discussed farm 
improvements and urged farmers to 
take advantage of new machinery 
and methods. 

Every Friday I talk to the farmers 
of the counties surrounding Suffolk 
in Virginia and North Carolina 
about some phase of farming which 
needs their immediate considera- 
tion. Every Saturday farmers come 
to the bank to learn more about how 
to do what was talked of in the 
Friday program. 

Last September I made a talk on 


$* 
7 


Milking Shorthorn herds, profitable to the farmer and collateral for loans, have 
been developed in this bank’s territory by its energetic Agricultural and Livestock 


Department. 
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beef cattle. We had a very serious 
drought in Virginia. Cattle were 
thin and selling at give-away prices. 
My talk urged farmers who had 
surplus grazing where the drought 
had not been as bad, to purchase 
some of these good cheap cattle and 
make money. 

The next day a farmer came to 
the bank to arrange for buying cat- 
tle. The next Tuesday a carload of 
thin beef cattle was purchased at 
Staunton, Virginia, for this man, 
and the bank loaned the buyer 
$2,315.17. Several other loans were 
made during that time for the same 
purpose. 

Last spring I made a talk on the 
advisability of using Milking Short- 
horn bulls on our home ¢ows. As a 
result two farmers in this area are 
now raising herds of Milking Short- 
horn cattle, helped by bank loans. 

Every time I have made a talk on 
the advisability of installing tile for 
underground drainage, at least one 
carload of tile has been ordered. The 
cost of the tile amounts to $200 to 
$300 per carload and the bank has 
made loans for the purchase of tile. 

I have no accurate or reliable way 
to gauge the total influence of our 
radio program, but the results I 
have mentioned show that it has a 
definite dollar and cents value for 
the bank. 

An example of the influence the 
program has was recently given by 
the reaction to a talk I gave. The 
Nansemond County Farm Bureau 
was to hold its annual meeting. I 
had been an advisory member to the 
Board of Directors for several years. 
At the board’s meetings I had 
learned that the Farm Bureau in 
Washington was making a strong 
fight to protect the farmers’ peanut 
programs and that the loca] Farm 
Bureau was in need of new mem- 
bers—lots of them. 
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Prior to the meeting I used my 15 
minutes to tell the farmers what the 
Farm Bureau could mean to them 
and how they needed it. I urged the 
farmers to come to the Courthouse 
meeting that afternoon. 

For the first time the County 
Courthouse would not hold the 
farmers attending. No one had ever 
known as many farmers to attend 
any one meeting before. I do not 
claim all the credit but I do feel that 
I helped and that the radio program 
had demonstrated its effectiveness. 

The program is at 1:15 while the 
farmer is eating his noon meal. We 
join the family circle as a friend, a 
neighbor and a counselor. The radio 
time is not used as a selling agency 
but rather as a get together with our 
rural friends. 

The topics discussed are those 
most important to the farm listener 
and follow the seasons topically. As 
a special service, we also keep our 
listeners posted about livestock sales 
on the calendar, tell them what is 
to be sold, and urge those who may 
be able to use some of the livestock 
to see me any Saturday at the bank 
where credit arrangements can be 
made. 


If the prospective purchaser can- 
not attend the sale, we get a list of 
what is wanted and prices to pay 
and personally attend the sale for 
him. 

All of this is definitely in the 
service category and it helps us 
achieve the goals we have set for 
the improvement of agriculture in 
this area. For example, foremost 
among the activities of the depart- 
ment has been the promotion of 
quality livestock. To this end, the 
department has set up as a goal for 
every farm in the counties served, 
one or more good dairy cows, one or 
more good beef cattle, a purebred 
boar at the head of every herd of 
hogs and four or more sheep with a 
purebred ram. The department 
would also like to see a profit mak- 
ing flock of hens, better homes, and 


prosperous agriculture on every 
farm. 


While my farm listeners are wel- 
come at all times to discuss with me 
personally any farm _ problem, 
whether of a business nature or not, 
the radio series helps us offer prac- 
tical suggestions to a larger group 
than we could reach in any other 
way. And most of our suggestions 
result in loans from new customers. 

It all ties in with our purpose of 
helping any farmer get anything he 
wants that will help him in his 
work, whether it be livestock, crops, 
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the world. 








Financing 
International Trade 


|» eighty years The First National Bank 
of Chicago has financed foreign business 
for importers and exporters. 
correspondents of the bank in countries 
with which this country now has business 
facilitate the financing of international 
trade. The Foreign Banking Department 
has the most recent available data on 
quotas, restrictions, and regulations of 
foreign governments. 
is available to those who contemplate 
any phase of foreign trade. 


We gladly cooperate with other banks in 
handling transactions with countries of 
this hemisphere and with other parts of 


FOREIGN BANKING DEPARTMENT 


The First National Bank 
of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





The many 





Complete service 














farrowing pens, dairy barns or tile 
drainage. The natural result of 
these interests and activities is in- 
creased loan volume and more good 
will for the bank. 


If an undated check is presented 
by the payee, ask him to fill in the 
date. He has the legal right to do so. 


For some unknown reason we 
failed to receive your “December 
Issue” of the Bankers Monthly. We 
miss it and hope you can supply us 
with this number. We enjoy reading 











it very much.—M. S. Addicks, vice 
president, Citizens State Bank, 
Donnellson, Iowa. 


When a customer or other respon- 
sible individual personally intro- 
duces a stranger, ask the introducer 
to indorse the check to be cashed. 
Should he not wish to do so, the 
bank, in the absence of other ade- 
quate supporting identification, may 
properly decline to cash the check. 

Determine beyond any reasonable 
doubt whether the person present- 
ing a check is entitled to the money. 
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Advantages Of Direct 
Financing 


l. The customer, with cash in 
his pocket, can shop around and 
make the most desirable deal. 


2. Purchasers select their deal- 
ers independently without regard 
for limiting credit factors. 


3. The expense of special in- 
surance is not imposed but the 
purchaser is free to buy what- 
ever coverage he deems prudent 
and wise, depending on his own 
station in life. 


Note: 


This article was put into type before Mr. Umberger’s death on May 13, 1945. 


We Lend Direct To The Buyer 
Qn Automobile Collateral 


Harold M. Lambert Studios 


Loins made directly to automobile customers for cash purchases 
have increased this bank’s loan market and opened a fertile field for 
future business. This bank has financed 60,000 cars by this plan. 


UTOMOBILE financing follows 

two major patterns. In one, the 
dealer sells the merchandise under 
a plan which finances the deferred 
payments and includes insurance 
coverage. The dealer either carries 
the paper himself, discounts it, or 
sells it to a bank or finance com- 
pany. 

In this method of finance, the 
buyer is given no alternative ex- 
cept to use the plan under the con- 
tracts or agreements arranged for 
by the dealer. The procedure is 
sometimes called the “indirect 
method.” If we bankers used this 
method, we would be making our 
bid not to the consumer but to the 
dealer. 

The second major method of fi- 
nancing an automobile makes it pos- 
sible for the prospective time buyer 
to arrange for cash at the bank. He 
is put in a position to shop around— 
to trade and buy where he pleases. 
He is in a position to pay “spot 
cash.” He is also in a position to 
choose whatever insurance he deems 
prudent and wise, depending upon 
his own station in life. 

This second method is sometimes 
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By ROBERT B. UMBERGER 


Executive Vice President, 
Industrial National Bank of Chicago, 
Chicago, Illinois 


called the “direct method of finance” 
since the financing is based on tap- 
ping the source—the consumer. 

Direct financing is perhaps less 
well known than dealer financing 
since it has had only a recent devel- 
opment. In our own bank, we call 
the plan “The Spot Cash Auto Pur- 
chase Plan.” We have handled over 
60,000 deals in a very short time. 
Over $20,000,000 of volume has been 
generated. Over $1,000,000 of insur- 
ance premiums were written. Losses 
on the credits were unusually low 
and we are told that insurance 
claims on this class of business have 
rated the best of all levels of finance 
experience. 

Let us trace how it happened that 
this direct auto finance plan got 
under way. 

In the case of our bank, we had, 
for over 20 years, loaned money to 
the man of modest means for every 
purpose under the sun—except for 
the purchase of an automobile. We 


would take co-makers, collateral, or 
other liens as security—except a 
lien on an automobile. 

Our customers would ask us from 
time to time, “Why is it that you 
will provide funds for us to shop 
around for bargains at the dry goods 
and furniture stores and yet refuse 
to advance funds for the purchase 
of a car? The car could serve as 
security for such a loan or as col- 
lateral for other types of loans.” 

Naturally, we capitulated at the 
urging of our customers and ad- 
vanced credit for the purchase of 
cars. In turn, we gave the customer 
the privilege of selecting any in- 
surance man with whom he desired 
to deal. Consequently, the insurance 
men of our community found us 
sending business to them for fire, 
theft, collision, property damage, 
and other forms of automobile cov- 
erage. 

It was surprising to see the ra- 
pidity with which the insurance 
men saw the potentialities of our 
method. They could see an oppor- 
tunity not only to receive the busi- 
ness created at the bank but also 


BANKERS MONTHLY 





















the opportunity for giving their own 
clients and prospective customers 
the information which would make 
it possible for them to make cash 
purchases and choose their own in- 
surance connections. 

As more and more insurance men 
brought us business on their own 
initiative, the general agencies in 
the city became mindful of the po- 
tential. They, in turn, stimulated 
the interest of sub-agents and 
brokers. As a result, over $1,000,000 
worth of insurance premiums were 
written. 

You have, of course, some natural 
inquiries in respect to this Spot 
Cash Auto Purchase Plan. You will 
ask question Number One: “Isn’t it 
the dealer who first knows that a 
customer is going to purchase a 
car?” My answer to this is, “I be- 
lieve that the insurance man is the 
best salesman on earth—in fact, the 
automobile dealer and auto sales- 
man have taken lessons out of the 
insurance man’s book.” 

Question Number Two: You will 
say, “Should not the credit facilities 
be exclusively in the hands of the 
dealer?” 

In reply to that I should like to 
say that people like to choose. Not 
everyone thinks of insurance as 
standard equipment or as an acces- 
sory or “add on.” Most people want 
their insurance serviced by some- 
one who makes insurance his busi- 
ness, 

Question Number Three: You are 
going to ask how the insurance man 
and the bank familiarize the public 
with the availability of our facili- 
ties. 

The answer is: Every effective 
means of salesmanship, by word of 
mouth or printed message—is used. 
Here are some of the messages we 
have used. 


The Insurance 


Insurance is not an “extra.” It is 
as important as your steering wheel. 
It protects you and the money you 
pay for your car. You can buy the 
insurance you yourself want... in 
well known, strong insurance com- 
panies ... with broad coverage... 
with every item specified. You will 
know exactly what it costs and 
exactly what it covers. 


The Money 


Choose your time payment plan 
with equal care. I recommend fi- 
nancing your automobile through 
XYZ Bank at a cost of $5 per $100 
a year ... the same rate whether 
you buy a new or used car. You will 
know exactly what it costs, exactly 
how much each monthly payment is 
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PROFITABLE 
OPERATION? 





It would be an unusual banker who would answer “‘no”’ 


to that question, but in the past many have answered 
“‘no” in absentia, as it were. 


They did it by passing up the profitable field of 
consumer credit. We don’t mean personal loans to 
the individual. A bank can but rarely make a large 
profit on this one operation. We mean the whole field 
of consumer credit, and particularly the financing of 
time payment purchases through home-town dealers. 


We have handled this type of business through two 
wars, prosperity and depression, and know about it. 
We are glad to share our experience with our corre- 


spondent banks. 


Industrial Bank 


AND TRUST COMPANY 


NINTH AND WASHINGTON - 


ST. LOUIS 


RESOURCES OVER $50,000,000 





and exactly how many payments 
there will be. 


The Tie-Together 


You are going to ask question 
Number Four: “How do you get 
insurance man, customer, and dealer 
together?” 

The answer is very simple. Trans- 
actions may be originated at the 
bank, at the office of an insurance 
man, at the buyer’s home or place 
of business, or at a dealer’s show- 
room, The insurance men are pro- 
vided with forms such as the cus- 
tomer may obtain at the bank. 


Credit statements, car descriptions, 
and details concerning the insurance 
desired may be brought to the bank 
personally, sent in by mail, or sup- 
plied over the phone. 

After the transaction has been 
approved, the dealer is paid in cash 
and the insurance man, after re- 
ceiving the full premium for the 
insurance written, supplies the poli- 
cies as evidence of coverage. 

The customer is given a bill of 
particulars and a coupon book 
showing the pre-scheduled due 
dates of the installments. From 
there on, it is simply a matter of 
the normal collection process. 
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How Record Retention Is Systematized 


The periods for which banks must retain their records vary accord- 
ing to individual state requirements as is evidenced by the table 
published with this article. However, the systems presented here 
may serve as a guide to all banks after they have determined the 
requirements in their own communities. 


A Pennsylvania Experience 


HE first step in the development 

of our record system consisted of 
submitting certain types of records 
to legal counsel. Although a lot of 
work was involved, we did not pro- 
cure entirely satisfactory results. 


In our institution we have ap- 
proximately 1,300 forms. We de- 


cided that we would schedule all of 
those forms by departments, send- 
ing the form number and a descrip- 
tion of the item with a request to 
the head of the department that he 
state how long, in his judgment, it 
was necessary to retain these forms 
before destruction. 

When the schedules were re- 
turned, we appointed a group of 


Laws Governing The Keeping Of Bank Records 


Retention 
of Bank 


STATE 


| 
| 


Accounts 


Statutes of Limitations 

| Sealed 
Instruments 
Witnessed 


Judgments 





(Years) 
Alabama 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
District of Columbia 
Florida. ... 
Georgia. ... 


| 
Records | 
| 
| 
| 


No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
| Five Years 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
| No Law 
| Ten Years | 
Six Years 
No Law 
No Law 
No Law 
No Law 
No Law 
No Law 
Six Years 
| Five Years 
No Law 
Six Years 
Five Years 
No Law 
Seven Years | 
No Law 
No Law 
Twenty Years 
No Law | 
No Law 
No Law 
No Law 
No Law 
No Law 
Six Years 
No Law 
No Law 


Illinois... . 
Indiana. ... 
Kansas...... 
Kentucky. . 
Louisiana... . 
Maine..... 
Maryland... 
Massachusetts 
Michigan. . 
Minnesota 
Mississippi 
Missouri. . 
Montana. . 
Nebraska 
Nevada. 

New Hampshire 
New Jersey 
New Mexico. 
New York 
North Carolina 
North Dakota 





Oklahoma 
Oregon... 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee. . . 





Virginia. . . 
Washington 
West Virginia 
Wisconsin 
Wyoming 





(Years) 





10 


6 


Nim da CDCI TAA 
SAAAMABOAAAMIAH 


Wane 
an ba ba 
"S00 

> 


> 00 69 En 





_ 
SAAD 


ARAAARAAARMD 


26 D 

5 

10 

20K 

20 

20 
10-20 

10 

10 

8 

~ 

10 

6 

10 F 
10-20 
10 | 5 





DARARA AH 


> 





LEHOAPRARAAAABAAWOHA 


n 
Aan lL AmnA 
ms 





00 ones oo 
Rs 


A—Notes: 10 years, Contracts in writing other than for payment of money: 20 years. 
B—No limitations on judgments obtained in this state against foreign corporations. 


C—8 years on specialties: 15 years on actions of Covenant of seisin. 


(Statutes of Limitation). 


~Becomes dormant five years after rendition of the judgment, or the issuance of the last execution, 
or the filing of the last certificate of judgment with the Clerk of Courts in any county, whichever 
date may be later, and may be revived within twenty-one years after becoming dormant. 


If it constitutes a contract. 


—Must be revived every ten years to continue as lien on real estate. 
—Must be renewed every three years to continue as a lien on real estate. 


Rebuttal presumption of payment. 


—Judgments must be revived every 7 years, maximum 20 years. 
No statute; common law presumption of payment applied. 
Must be revived every five years after entry, to retain lien on real estate. 


-Note under seal does not_have to be witnessed to be good for twenty years. 


three years. 


Without seal, good for 


The Experiences Of — 


PAUL D. WILLIAMS 


Comptroller, Corn Exchange National Bank 
And Trust Company, 
Philadelphia, Pa. 


H. J. RAMP 


Auditor, The Fifth Third Union Trust Company, 
Cincinnati, Ohio 


—And— 


MARVIN W. WILLIAMS 


Vice President And Treasurer, 
Bank Of The Manhattan Company, 
New York, N. Y. 


officers, known as our “Forms and 
Rules Committee,” to review the 
recommendations of the men most 
intimately associated with the forms 
in question. After changes and fur- 
ther consultations, the entire sched- 
ule of all forms was presented to 
our board of directors and, by the 
resolution of that body, the schedule 
was Officially approved as presented. 
That was five years ago. 

Our judgment appears to have 
been good since we have had very 
satisfactory results with the sched- 
ule now in operation. 

The vault custodian has been fur- 
nished with the complete retention 
schedule by departments. As rec- 
ords from departments are sent to 
the vault custodian, they must be 
labeled with form numbers. These 
are packaged, the contents noted on 
the outside of each package, and the 
dates covered by the records are 
labeled. Our vault is arranged in 
sections by departments and the 
section number is placed upon the 
package. 

The vault is kept locked at all 
times and is under the supervision 
of the vault custodian. Deposits or 
withdrawals may not be made to 
or from these records without the 
participation of the vault custodian 
in the transaction. 

After records have reached the 
vault, they are listed in an indexed 
file as to location and length of time 
to be kept. 
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When it is time to destroy records, 
the vault custodian removes the 
physical items and accompanies 
them to an outside disposal plant 
where he sees the paper mutilated 
beyond recognition, ready for con- 
version into pulp for commercial 
purposes. 

Should anyone in the bank desire 
any form from the vault, he can re- 
ceive it only by receipting our form 
K-50. This form is retained by the 
custodian who follows it up to make 
certain that the record which has 





How To Formulate A 
Record Retention Schedule 


1. Departmentalize all forms 
used in the bank. 


2. Number department forms 
and send them to department 
heads, 


3. Request department head to 
state how long, in his judgment, 
it is necessary to hold each form 
before destruction. 


4. Appoint a Record Rule Com- 
mittee to study recommendations. 


5. Present tentative record re- 
tention schedule to counsel for 
legal confirmation. 


6. Request the approval of the 
Board of Directors for the pro- 
posed schedule. 


been removed is eventually 
turned to its original place. 

By experience, we have found 
that it is wiser to determine whether 
our retention schedule is still ap- 
propriate before reordering forms 
currently in use. Likewise, when 
any new form is printed, we at- 
tempt to determine how long it 
must be kept. Any changes thus 
determined are immediately trans- 
mitted in writing to the custodian 
of the records so that he may at all 
times keep his preservation of rec- 
ords schedule up to date. 

The custodian makes a survey 
every year—or more often if neces- 
sary—determining what is to be 
kept and what is to be destroyed 
on the basis of the time schedules 
in his possession. In this manner, 
we keep our vault space in line with 
our current requirements—Paul D. 
Williams, compiroller, Corn Ex- 
change National Bank and Trust 
Company, Philadelphia, Pa. 


June, 1945 


re=- 


FICB 
Consolidated Debentures 


(issued under provisions of the 
Federal Farm Loan Act, as amended) 


deserve discriminating attention 


They enjoy such advantages as being: joint and sev- 


eral obligations of the twelve Federal intermediate 
credit banks; eligible for purchase by Federal 


reserve banks and acceptable by them as collateral 


security for loans to system member banks; legal 


investment in various states for savings banks, 


insurance companies, fiduciaries and trust funds. 


These desirable short term issues are available for 


monthly subscription upon favorable interest bases. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


SPRINGFIELD, MASS. 
BALTIMORE, MD. 


COLUMBIA, §, C. 


LOUISVILLE, KY. 
NEW ORLEANS, LA. 


ST. LOUIS, MO, 


ST. PAUL, MINN. HOUSTON, TEX. 


OMAHA, NEB. BERKELEY, CAL. 


WICHITA, KAN. SPOKANE, WASH. 


Inquiries should be addressed to recognized 


security dealers, dealer banks or 


CHARLES R. DUNN, Fiscal Agent 


31 Nassau Street 


How It's Done In Ohio 


The schedule for the destruction 
of old records used in our bank is 
set up by departments. All old rec- 
ords which are no longer needed 
and bear the name of our custom- 
ers are cremated. Other papers and 
records which do not bear the name 
of our customers are placed in the 
waste paper. 

Our storage department is main- 
tained on the twelfth floor of our 
building and is under the supervis- 
ion of the auditor. We have set up 
an individual Old Records Depart- 


New York 5, N. Y. 


ment and have the department op- 
erated by a manager. 

The equipment in the storage de- 
partment consists of long metal 
racks and each rack is designated 
as a certain section such as a, b, c, d, 
and so on. These racks contain bins 
and each bin has a number so that 
the index cards show the location of 
every record. Deposit tickets or 
blank instructions such as cashier’s 
checks, drafts, and so on, are placed 
in cardboard boxes 24 inches long, 
101% inches wide, and 5% inches 
high. 

When these boxes are placed in 
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the bins, they are marked for the 
proper destruction period. The man- 
ager of the Old Records Department 
examines the records on the first of 
each year and, without undue ef- 
fort, removes those records from the 
bins which are ready for cremation. 
Other records such as ledger, trial 
balances, and similar data are 
marked properly and placed in the 
bins. 

Every banker must adjust his 
destruction schedule to the legal 
requirements of his own state. Our 
schedule is based on the Statute of 
Limitations, State of Ohio, which 
reads as follows: 

“Every bank shall preserve all of 
its records, including cards used 
under a card system, and deposit 
tickets for at least six years from 
the time of making same, and from 
the date of the last entry thereon.” 

Some records are retained under 
our destruction schedule for a pe- 
riod of seven years and other rec- 
ords for a period of 16 years. Inas- 
much as the Statute of Limitations 
requires a bank in our state to 
retain records for six years, we have 
added a year so that we have some 
leeway. The records which are re- 
tained 16 years more or less involve 
contracts and a contract running for 
a period of 15 years before it is 
terminated, A year has been added 
to these records in order to prevent 
their premature destruction.—H. J. 
Ramp, auditor, The Fifth Third 
Union Trust Company, Cincinnati, 
Ohio. 


AR New York Schedule 


It has always been our practice to 
safeguard our archive material, 
particular consideration being given 
to legal and historical significance. 
Various records, such as the general 
ledgers, trust records, and certain 
files, are retained permanently. In 
general, however, our time schedule 
is based on experience and legal re- 
quirements. Practically all material 
is retained for at least a year longer 
than is required by law. From an 
historical viewpoint, we have much 
such material dating back to our 
organization in 1799. From time to 
time, it is placed on display in our 
lobbies or is used by our publicity 
department. 

Archive material is safeguarded 
in fireproof storage at conveniently 
located warehouses. The space in 
the warehouse is arranged in alpha- 
betically designated sections to fa- 
cilitate reference. All material is 
carefully wrapped, labeled, and 
placed in large numbered filing 
boxes. 
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Record storage is costly for it requires 
much time. The shelves and containers 
are the smallest part of the cost. 


A special form is used for depos- 
iting archive material and it is filed 
by expiration date. The accumula- 
tion of unnecessary records is pre- 
vented by a daily check of the file. 
This is rather important because 
storage space in metropolitan areas 
is costly. 

A card system also is maintained 
at the archives by the records men. 
The cards contain a brief descrip- 
tion of the material and are filed by 
names of departments for quick 
reference. 

Destruction of records which are 
no longer needed is witnessed by 
two records men and recorded on 
the respective cards. Prior to the 
paper shortage, the method used 
was cremation. However, at present 
we turn in everything possible for 
scrap. 

Material which needs to be re- 
tained only for a year or two is kept 
on the bank’s premises and is event- 
ually disposed of by the various 
interested departments. Such data is 
not sent to the archives, in order to 
avoid unnecessary handling and 
recording. 

On certain records which should 
be retained permanently, we use the 
Recordak Machine for microfilming. 
The originals—which occupy a far 
greater amount of space—can then 


be destroyed or turned in as waste 
paper. By doing this, we have con- 
served a tremendous amount of 
space without injuring in any way 
our reference facilities. 

Banks may differ in various items 
which their individual legal regu- 
lations may require for retention 
but in general, the following reten- 
tion schedule may provide a guide 
to those developing a record pro- 
gram.—Marvin W. Williams, vice 
president and treasurer, Bank of 
the Manhattan Company, New 
York, N. Y. 


Department 
A a : 


Time to be Retained 


BANK ACCOUNTS (Due 
Statements 
Reconcilements 
Ledger Sheets . 

BANK ACCOUNTS (Due To 
Reconcilements 
ROGER TOTS. co ccccccscccsces 
Credit and Debit Tickets 

If recordak system 
If not recordak... 
BLOCK: 
Batch Sheets 
Batch Tapes 

BOOKS: 

Cash Book (General Ledger). 
General Ledger (Bound) 

General Ledger (Sheets)........ 
All Check Registers 

Change Off and Recovery Leduer.. 

BOOKKEEPING: 

Overdraft Daily Report...........4 Audit to Audit 
Journal Sheets 2 Years 

Deposits ..7 Years 

Ledger Sheets . Permanent 
AR FEMS ccvsccsce sveeeebeccnt Permanent 
Stop Payment Letter: rs 6 Months 
Stubs from Statements.. ..12 Months 
Signature Cards . Permanent 
Authorizations, Powe 


From): 


..1 Year 
Permanent 


1 Year 
Permanent 


.1 Year 
2 Years 


..2 Years 
2 Years 


Permanent 
. Permanent 
Permanent 
Permanent 
Permanent 


Attorney, 


.. Permanent 
..90 Days 


Return Item Record...................6 Months 


CHRISTMAS CLUB: 
Checks Recordak and destroy 
Ledger Cards.. 
Stubs 
Signature Cards Permanent 
CITY COLLECTION DEPARTMENT: 
Daily Blotters ‘ 
Office Records 
Tracers eecccccccceccccssccces Correspondence File 


after 1 Year 
Recordak and destroy after 1 Year 


Return Item Records.......----++++++- 1 Year 
CORRESPONDENCE: 

Incoming 

Outgoing 
CREDIT DEPARTMENT: 

All Records 
EXCHANGE: 

Remittance Records ...............055: 2 Years 

EES GED biccndccnsctecsnces ......2 Years 
F.H.A.: 

Credit Statements..... To be filed under miscel- 

laneous Credit Department 


...10 Years 
.10 Years 


Permanent 


GENERAL LEDGER: 
Sheets Permanent 
ee Be” rrr rrr Permanent 
Cashier’s and Certified Checks...... F 

Recordak and destroy after 2 Years 
Be GS an scnccvsanvisissivesicns 
Recordak and destroy after 2 Years 
Dividend Checks...... Recordak front and back 
and destroy after 2 Years 

LOAN AND DISCOUNT DEPT. 

Liability Sheets 

Note Register 
Receipts for Collateral. 
Daily Journal Sheets. . 


.. Permanent 
2 Years 
: .. Permanent 
..Can be destroyed each 
time ledger is balanced 
Can be destroyed each 
time ledger is balanced 


Paid Ticklers 


SAFE DEPOSIT VAULT: 
AE Reeds aeccsivess: 


SAVINGS DEPARTMEN’ r 
Deposits ; 
Cancelled Checks. . 
Ledger Cards 
Closed Out Books 
Signature Cards, Power of Attorney 

ete. . iGhesps redness . Permanent 
Daily Journal Shee rts. 2 Years 
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Permanent 


7 Years 
as destroy 
. Permanent 

. Destroy 


..Recordak 








Department Time to be Retained 


STATEMENT WINDOW: 
Statement Receipts 
Undelivered Statements ............... 
Dealt with in separate memo 
TELLERS: 
Blotters 


COUNTRY COLLECTION AND 
NOTE COLLECTIONS: 
Fanfold Collection Forms............. 2 Years 
Incoming Collection Letters ‘ 
Remittance Letters 
Note Collection Forms................ 2 Years 
rRANSIT: 
Incoming Cash Letters................ 1 Year 
Outgoing Cash Letters..............00 1 Year 
Recordak Films 


Return Item Record 
WLRE TRANSFERS: 
Outgoing Wires 
Incoming Wires 


We Don’t Expect Interest 
On Deposits 


(Continued from page 2538) 


which you will see carries an aver- 
age balance of $4,100. When this 
president discussed this statement 
he said, “I can’t understand why 
there is a difference in price accord- 
ing to the number of checks written 
or deposited. For the first 50 checks 
they charged me four cents each and 
for any over 50 they charged me 
three cents each. 

“IT can see how a reduction might 
be wise if the 108 checks were all 
deposited on the same day and the 
clerk ran all of them on the state- 
ment at the same time, but that 
doesn’t happen very often, if ever. 
The bank simply makes itself extra 
work by having those two rates. 

“Then there is another item. I 
deposited 50 Chicago checks and 
was charged two cents each, Then 
for 272 more Chicago checks I was 
charged one and one-half cents 
each, 


“Why Does The Bank Make So 
Much Work For Itself?” 


“Out of town checks are charged 
for at three cents each for the first 
50 and two and one-half cents each 
for those above 50, Why the bank 
makes all of this work for itself, I 
don’t know. The average of all those 
rates is about three cents per check. 
I would be better satisfied if there 
was a uniform rate for all items. 

“Then they allow me $3.52 for 
$2,800 of loanable funds; they cer- 
tainly collect more than that on a 
$2,000 loan.” 

Here again, the customer did not 
complain about the amount of 
money he had to pay, but rather 
about the items which he could not 
quite understand. 


“The Long-Form Analysis Increases 
Balances” 


The head of the analysis depart- 
June, 1945 


MELD WAREHOUSING 


Is zt included in your 
Postwar Planning? 


OME of your customers will 
S need more cash for civilian 
production than you can lend on 
open-line terms...cash to rehabil- 
itate plants...to buy materials... 
for payrolls, taxes, sales and ad- 
vertising expenses. 

Your postwar plans...to provide 
the maximum in credit service... 
undoubtedly include Warehouse 
Receipt Loans on inventories 
stored right on your customer's 
own premises. Our Field Ware- 
house Service enables you to make 


these loans...safely and profitably. 
Bankers using our Field Ware- 
house Service know of our experi- 
ence, financial responsibility and 
long record of valid bailment. 
They like our knowledge of storage 
er: for tggp er ~- inventory 
control. ..certified stock reports... 
frequent physical inventories and 
reasonable storage charges. A New 
York Terminal Warehouseman 
will be glad to call on you. 
The booklet, ‘‘Warehouse Receipts as 
Collateral” mailed upon request. 


New York Terminal 


Warehouse Company 


25 South William Street, New York 4, N.Y. 


219 Broad Ave., Albany, Ga. * Healey Building, Atlanta 3, Ga. « 35 Congress St., Boston 9 
Liberty Life Building, Charlotte 2, N. C. © 120 So. LaSalle St., Chicago 3 * National Bank Bidg., 
Detroit 26 © 809 Electric Building, Indianapolis 4 ¢ 121 W. Forsyth St., Jacksonville 1, Fla. 
First National Bank Bldg., Memphis 3, Tenn. © 16 South Broad St., Philadelphia 2 * Keystone 
Building, Pittsburgh 22, Pa. « Eighth and Locust Sts., St. Paul 1, Minn. © Hills Bldg., Syracuse 2 








ment of a large bank, many of 
whose customers have been inter- 
viewed, was visited and he was 
asked how much his analysis work 
(which requires 50 people full time) 
had brought to the bank. He ap- 
peared not to know but did say: 
“The result of my work shows up 
best in the increased balances which 
we have persuaded our customers to 
carry in order to avoid a service 
charge.” 

A little after this interview, the 
treasurer of a large correspondence 
school with students all over the 


country told the editor that as a 
result of these complicated service 
charge schedules, he had not in- 
creased his balance but, instead, he 
had divided his account between 
three banks. His explanation was 
somewhat as follows: 

“T originally carried all of my bal- 
ance in one large bank, but when 
these multiple-item service charge 
slips began to come to my desk, I 
discussed the matter with the officer 
in my bank and discovered that, by 
dividing my account with two other 
banks, whose officers had solicited 
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my business, I could eliminate all 
service charges. 

“The bank which had my account 
offered (for a balance of $100,000) 
to handle all of my payroll and gen- 
eral business. One of the other 
banks had offered (for a deposit of 
$100,000) to handle all of my out- 
of-town items without charge or 
analysis. The third bank had offered 
to handle all of my local items with- 
out charge and without analysis for 
a similar deposit. 

“Another thing I learned from 
this close analysis of accounts was 
that I had a surplus not needed to 
offset service charges. Recently, I 
had about $300,000 of such funds. 
I invested them in government 
bonds which may be sold over the 
counter any day and the income of 
interest from that investment has 
amounted to many hundreds of 
dollars.” 

Here is one case, at least, in which 
a too-detailed analysis taught the 
customer to divide his funds, which 
resulted in reducing his account 
rather than building up his balance 
in the bank where he had always 
carried his funds. 


Some Earnings Credits Can Be 
Understood 
Bankers Monthly does not say 
that banks are wrong in having an 


Experience 
Service 
Cooperation 


Manned by officials with years 
of experience, our Correspon- 
dent Bank Division renders a 
complete service, conducted in 
an intimate and personalized 
manner. 


The guiding policy is one of 
cooperation in all matters of 
mutual interest. 


The = 
Public National 
BANK AND TRUST 


COMPANY OF NEW YORK 
ESTABLISHED 1968 


Member. New York Clearing House 
Assocsation, Federal Depostt Insurance 
Corporation 


fr é 


Of Course You Can’‘t Do This Unless You Move Your Bank To Florida 


The First National Bank of Palm Beach, Fla., sends Bankers Monthly the above pic- 
ture to show its happy family at coffee time at 8:45 in the morning. When the editor 
visited this bank some months ago, he was impressed by the patio shown in the 
picture. It is at the rear of the bank and it is easy to understand why this bank's 
employees feel like one big family, when they congregate in this sunny area. 

In addition to having a coffee hour every morning before the bank opens, this bank 
has a large employees’ room with many facilities which the employees use and enjoy. 
These facilities make it easier for all employees to co-operate whole-heartedly with 


each other. 


earnings credit allowance in their 
service schedules, Bankers Monthly 
never sets itself up as an authority 
to decide what banks ought to do. 
All we hope to do and all we feel 
that we have any right to do is to 
bring our readers the experiences 
and the thoughts and conclusions of 
their fellow bankers. 

It is possible to have a schedule 
with an earnings credit allowance 
which can be understood by deposi- 
tors; for example, one allowing a 
stated number of free checks per 
$100 of balance. The trouble with 
some earnings credit allowance 
service charge schedules is that a 
number of charges which depositors 
can not understand are added to 
offset the earnings. 

For example, some banks make a 
charge of four cents per check for 
checks drawn on correspondent city 
banks, and a charge of five cents per 
check for checks drawn on other 
out-of-town banks. How can a cus- 
tomer-know what checks are drawn 
on correspondent city banks and 
which are not? 

Some make a charge for “clearing 
items.” Most depositors don’t know 
what a clearing item is. We need to 
use terms customers understand. 

Many banks deduct float. There 
probably isn’t one depositor out of 
5,000 who know what float is; and 
there probably isn’t one out of 100,- 
000 who can compute the float for 
himself in order to audit his charge. 

Some banks have a charge for 
transit items. Most customers don’t 
know what a transit item is. 


Analysis Cost More Than Service 
Charge Income 

Some banks have actually lost 
money because of a long analysis 
schedule. For example, here is a 
specific case: The officer of a city 
bank was visiting a country corre- 
spondent one day and the president 
of the bank said to him, “We are 
having too much overtime, and I 
wonder if you can help me figure 
out why that should be.” 

After a little study, both men con- 
cluded that the overtime was due to 
the extra amount of work required 
by the multiple-item service charge 
in use. The president looked at the 
records and found that this over- 
time was costing him an average of 
$147.55 a month. 

Then the city correspondent of- 
ficer asked: “How much is your 
income from charges?” 

That was looked up and it was 
discovered that the income was 
only $125 a month! 

Because of the complicated sched- 
ule, that banker was paying out 
more in wages than he actually 
collected in service charges. He 
would have been better off to have 
eliminated service charges entirely. 

Many bankers who have discov- 
ered that situation, or one nearly as 
bad, have simplified their charges to 
one or two or three items which 
customers easily understand. They 
have eliminated a_ tremendous 
amount of work, and have actually 
increased their income. That income 
has been more nearly net than it 
has been gross. 
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Items Customers Understand 
And Approve 


Customers tell Bankers Monthly 
that they can understand a mainte- 
nance charge or a per-check charge. 
They know that it costs something 
to handle a deposit and are willing 
to pay a deposit charge. 

They understand why the charge 
is made for each check in a deposit. 
They know that these checks have 
to be sent out of town for collection. 

It is easy for a depositor to under- 
stand why a charge is made for 
cashing an _ out-of-town check. 
Other services which the depositors 
easily understand are: checks re- 
turned unpaid, special imprinting 


on checks, stop payment orders, and | 
overdrafts. 


It would seem, therefore, that 
there are enough items on which 
charges may be legitimately im- 
posed and which customers may 
easily understand and are perfectly 
willing to pay, to make it possible 
to get the additional earnings a bank | 
needs from service charges. 

That is why Bankers Monthly has 
published a number of articles tell- 
ing of bankers’ experiences with a| 
simplified charge. We have also 
published articles telling of the 
theory and the practice connected 
with multiple-item charges. By'| 
publishing both types of experience | 
and telling about both types of| 
service charge schedules, we can 
say to you: “Take your choice.” And | 
that is all we ever say officially as 
a magazine—“Take your choice of 
the ideas we publish.” 





A Bank Is Better Than A 
Hole In The Ground 


I take the position that the depos- 
itor puts his money in the bank for| 
safety and nothing else—but we) 
must mention the fact that it goes) 
in the bank because it will be safe 
and also in a place which makes it} 
convenient to transfer title and pos- 
session thereof to others. It would 
be safe if buried or in the post office, 
but if it was in either place it would 
not be convenient to make a transfer 
of the title and possession. That is a| 
Strategic advantage enjoyed by the) 





ASSURE YOUR BANK 





















































Henry Otis Chapman & Randolph Evans, Architects, A.!.A. 


with a TIME-TESTED and APPROVED Plan 


Thousands of NEW mortgages are being developed NOW by 
hundreds of our member banks from Coast to Coast. 
MONTH-BY-MONTH, members receive colored sketches, 14” scale 
blueprints, specifications, display and promotional material of the 
HOUSE-OF-THE-MONTH, designed by the nation's outstanding 
small house architects. Actual scale models are also available. 
DON’T DELAY—WRITE TODAY ... make your bank the mort- 
gage headquarters in your community. 


MONTHLY SMALL HOUSE CLUB, Inc. 


ORIGINATORS OF THE HOUSE-OF-THE-MONTH 
140 NASSAU STREET NEW YORK 7, N.Y: 
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United States Government 
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Federal Land Bank and Other Agency Issues mi 
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C. J. DEVINE a CO. 





bank and such is a rightful source | 
of profit. 

The depositor does not put his! 
money in the bank with the idea) 
that he is contributing to a nation-| 
wide pool from which the risk ven- | 
tures of the nation shall be financed. 
—C. L. Hufsmith, president, The 
First National Bank, Palestine, Tez. | 


June, 1945 
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Steel Multisort Units 
Again Available 


The manufacturers have an- 
nounced that because of the small 
amount of steel required for the 
making of multisort units, which 
banks have found so useful for rapid 
sorting, this equipment is now avail- 
able with steel containers and car- 
riages. Only the tables for multisort 
are made of wood. Information as 
to sizes and styles may be obtained 
by addressing the manufacturer, 
Remington Rand, Buffalo 5, New 
York. 


Kardex Safe Deposit 
Controls Reduce Hazards 


Almost no portion of a bank’s 
work carries the amount of con- 
cealed risk which is attached to safe 
deposit operation. For that reason, 
it is essential that a record system 
which provides positive and accu- 
rate information be used. 

The Kardex Visible Safe Deposit 
Record provides absolute proof of 


Check What You Need And Mail This Form 


. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 


Bandit Resisting Enclosures 
and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 
. Calculating Machines 


. Calculating Machine Desks 


. Chairs, Posture, Office 


. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling Perforators 
. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Christmas Savings 

. Coin Bags and Boxes 

. Coin Changers 

. Coin Counting and Packaging 


Machines 


. Coin Envelopes 


. Coin Sorting and Counting 


Machines 


. Coin and Currency Trays 
. Coin Wrappers 
. Coupon Books 
32. Currency Straps, Envelopes 
. Dating Machines and Stamps 
34. Deposit Ticket Files 
. Desk Pen Sets 
. Duplicators 
37. Electric Signs 
. Expanding Filing Envelopes 
. Expanding Mailing Envelopes 
. Filing Cabinets 
. Filing Systems 
. Forms, One-Time Carbon 
. Forms, Continuous 
. Glass Signs 
. Honor Roll Placques 
. Inter-Office Communicating 


Systems 


. Interest Calculators 
. Lamps 
. Lighting Systems, Fluorescent 


. Maps 
. Metered Mail Systems 
. Money Orders 
53. Name Plates and Desk Signs 
. Night Depositories 
. Night Depository Bags 
. Pass Books 


57. Pay Roll Checks, Envelopes 
58. 
. Personal Loan Advertising 


Personalized Checks 


60. Personal Loan Collection 


Envelopes 


. Personal Loan Systems 


62. Photographic Bank Systems 


. Proof Machines 

. Rubber Stamps 

. Safes, Fire and Burglar-Pruof 
. Safe Deposit Boxes 


. Safe Deposit Records 


. Safety Paper Suppliers 
. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 


. Seals, Coin Bag 
. Seals, Corporation, Notary, etc. 


. Stamp Affixers 

. Storage Files 

. Time and Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 

. Vault Equipment 

. Visible Records 

. War Bond Safekeeping 


Systems 


. Window and Lobby Displays 


entry, positive identification of name 
with box number, automatic follow 
up of past due accounts, and other 
data which prudent bankers find it 
advisable to keep. This efficient and 


time saving system is a constant and 
valuable guard against losses. 

Colored Kardex signals are used 
to spotlight information for the at- 
tendant—unpaid accounts, deaths 
which would affect access to the box, 
and so on. The back of each card 
contains a record of visits. 

For more complete information on 
this system, address, The Systems 
Division, Remington Rand, Inc., 
Buffalo, N. Y. 


Postcard Mailings Easier 
With New Duplicator 


A specially designed duplicator 
for use in postcard mailings has 


been developed by the PAC Manu- 
facturing Company, Houston, Texas. 





“ . AN hes eae od 
STEED: & <tRONG 
Coin Wrappers, Bill Straps, Coin Bags, 
Lead Seals, Coin Trays. 


Write for complete catalog. 


The C.L.DOWNEY CO. 


| NINTH and COLFAX AVE. 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 


Please have buying information sent us on the items checked above. 


HANNIBAL, MO, 


BANKERS MONTHLY 











The duplicator, sold as Duplicard, 
features extreme ease of operation. 
Production is practically automatic 
and the reproductions are uniform 
and clean cut. 


A Duplicard message may be | 
hand written or typewritten on the | 
specially prepared Duplicard stencil 


sheets. Forms and illustrations may 
easily be traced. Because of the 
gravity feed which is employed, the 
insertion of cards is easy and even- 
ness in printing as well as uniformly 
accurate registration is assured. 
Duplicard’s one-piece plastic 
housing not only adds to the mech- 


anism’s appearance but provides | 
the sturdy construction essential to | 


long-time service. 

Stylus, ink brush, ink pad, writ- 
ing plate, and stencils are furnished 
with each purchase. 

The PAC Manufacturing Com- 
pany, 1215 Prairie Avenue, Houston 


2, Texas, will answer inquiries for | 


additional information. 


Typewriter Maintenance 
Simplified By New Product 


Two functions are filled by Re- 
vivo, a new typewriter maintenance 
product, which has found a ready 
market according to reports from 


the manufacturers. It is designed 
for use as a type-cleaner and a 
platen rejuvenator. 

It is used to remove gloss, pitted 
markings, and ridges. Revivo is 
non-inflammable and safe to use 
anywhere. Its use is urged to pro- 
long the life of typewriter platens. 

Illustrated literature which fully 
describes Revivo and its accom- 
plishmeénts will be provided on re- 


quest by the Burns Manufacturing | 


Company, 1605 Far Rockaway 
Blvd., Far Rockaway, N. Y. 


Post-dated items are negotiable 
only insofar as they may be passed 
from one person to another for 
value, They may not be cashed by 
‘a bank until the date specified on 
the check. 


June, 1945 


















































amas all in a row! There are Alma, 
Bert and Caroline, Greta, Howard, 
James and John, and finally Kenneth, 
Thorwald and William. The reason 
they are all in a row is because they 
are neatly arranged in a bank file as 
they all have checking accounts in 
the same bank. 
















The ordinarily pleasant and composed 
young lady who is attempting to file 
checks appears to be a little confused. 
She seems to be having trouble read- 
ing the various Gustafsons’ signatures 
despite the fact that their checks are 
all nicely arranged in alphabetical 
order. Or maybe it isn’t the Gustafsons 
who have her confused. Perhaps she 
is worried about the twenty-two Jones 
boys in the next file, some of whom 
wield a wicked pen. 














This young lady will get the job done 
right .. . there isn’t any doubt about 
that... but it’s a little hard on her 
because she has to READ signatures 
whereas a more experienced person 
might KNOW them. How much 
easier it would be for her if all those 
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TEN LITTLE GUSTAFSONS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 


Coin Counting Machines 


NOW AVAILABLE 


No Priorities or Approvals Necessary 


ABBOTT COIN COUNTER COMPANY 
143rd St. and Wales Ave. 









checks carried the printed names of 
the depositors! 


The wide acceptance of Personalized 
Checks has been so amazing that it 
isn’t too far-fetched to think that the 
day might come when all depositors 
will use them. Maybe the cost could 
be tied right in with service charge 
schedules. In the meantime bake 
from coast to coast have sold, and are 
selling, hundreds of thousands of their 
customers on the idea of using im- 
printed checks, and public acceptance 
continues to accelerate. 


To those banks who wish to give 
added impetus to their sales campaigns 
on Personalized Checks .. . we want 
them to know that we are eager to 
help if we can make any further con- 
tribution. To those banks, large or 
small, who either have not started sell- 
ing Personalized Checks on a planned 
basis or who may be interested in a 
better quality package . . . we invite 
them to consider the DeLuxe plan 
and examine the DeLuxe package. 










Hand and Electric 












New York 54, N. Y. 




















Make More 
MORTGAGE 
LOANS 


New bank advertising service @ 
Human interest photos @ 100% 
attention getter @ Write for FREE 
proofs @ No obligations 


Eye*Catohers, 12 £. 38th St., N. Y. 











ORDER FROM YOUR STATIONER 
OR TYPEWRITER SUPPLY DEALER 


CLAROTYPE 


CLEANS TYPE INSTANTLY 


THE CLAROTYPE CO., INC. 
261 Broadway 
New York 7, N.Y. 








WAN T E D by leading Mid-Western 
Bank, man qualified for 

position as commercial loaning officer, must 
understand analysis of financial statements, 
and be familiar with corporation finance and 
ee of credit. Bank experience desirable, 
ut not necessary. College graduate, age 30-40. 

Attractive salary. Give full information. Address, 

BANKERS MONTHLY 
536 So. Clark St. Chicago 5, Hil. 















Serving America’s 
Banking Institutions 
Since 1896 


STANDARD PAPER GOODS ‘2 


WORCESTER 8, MASS. 
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"HONOR ROLL 
PLAQUES 


Impressive tributes to those inthe 
Services. Cast in durable, non-critical 
material that closely simulates endur- 
ing bronze. 


UNITED STATES BRONZE 
SIGN CO., INC. 


570 BROADWAY, NEW YORK 12, N.Y. 
CA 6-4792 


BANK SIGNS 


THAT LOOK LIKE 


SOLID BRONZE 


EXCELLENT FOR OUTDOOR USE 
Fashioned entirely of non-critical ma- 
terials. Bright, RAISED satin-finish 
letters on mottled, statuary brown 
background. 


LEGIBLE e@ DISTINCTIVE © DURABLE 


Send approximate measurements for 
FREE tull size PREVIEW SKETCH. 


{ MR.BARRETT - | 


Also Bronze-Like Desk Signs 


UNITED STATES BRONZE 
SIGN CO., INC. 
570 Broadway New York 12, N. Y. 


Save time . . . save money . . . be sure of 
best results by standardizing on Burroughs 
fer every carbon paper requirement. An 
order for as little as $10 worth of Bur- 
roughs ce Carbon Paper gives 
ou a discount of 10% through Burroughs 
iscount Purchase Plans. You can save 
up te 40% on larger orders. Get the facts 
from your local Burroughs office today. or, 
if you piefer. write Burroughs Adding 
Machine Company. Detroit 32. Michigan. 


Burroughs 


SUPPLIES FOR BUSINESS MACHINES 











Delayed Returns 
Now Allowed 


(Continued from page 268) 


business day next following its re- 
ceipt shall not operate as an accept- 
ance of any such negotiable instru- 
ment or check, unless the accept- 
ance thereof is noted by the bank 
by proper entry thereof. 

Section 3. A negotiable instru- 


ment or check shall be deemed dis- | 
honored for the purposes of giving | 


notice of dishonor and making pro- 


test when the bank at which it is | 
payable notes on its records that it | 


is dishonored; and any bank shall 
have the right to dishonor, protest 


and return any negotiable instru- | 


ment or check payable at or by any 
bank on the business day next fol- 
lowing its receipt, notwithstanding 
any provisions of law to the con- 


| trary. 


How the law in Idaho is-worded: 
“24-1303. Credits Subject to Rev- 


| ocation.—A credit given by a bank 


for an item drawn on or payable at 
such bank shall be provisional, sub- 
ject to revocation at or before the 


| end of the business day next fol- 


lowing that on which the item is 
deposited in the event the item is 
found not payable for any reason. 
Whenever a credit is given for an 
item deposited after banking hours 
such right of revocation may be 
exercised during the following busi- 
ness day.” 

How the law in Wyoming is 
worded: 

Section 1: Any negotiable in- 
strument payable on demand, at or 
by any bank, shall be deemed to 


have been presented within a rea- | 


sonable time, if it is negotiated by 
the holder or delivered or mailed by 
the holder to a transferee or agent 
bank on the business day next fol- 
lowing its receipt; and after any 
such instrument is in the posses- 
sion or custody of any bank, it may 
be handled according to current 
bank custom and usage. 

Section 2: The retention, by any 
bank, of any negotiable instrument, 
payable at or by any bank, until 
the close of business on the business 
day next following its receipt shall 
not operate as an acceptance of any 


such negotiable instrument, unless | 
the acceptance thereof is noted by 


the bank by proper entry thereof. 


Section 3: A negotiable instru- | 


ment shall be deemed dishonored 
for the purposes of giving notice of 


dishonor and making protest when | 


the bank at which it is payable 


notes on its records that it is dis- | 


honored; and any bank shall have 


the right to dishonor, protest and | 
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LOAN ADVERTISING 
‘i | 
FOR BANKS 
Be fx 


Folders, blotters, 

statement inserts, credit 
cards and other material. 
Write for samples and prices. 


| 7ée McCULLOUGH CO. ec. 


32 EAST GEORGIA STREET 
INDIANAPOLIS 4, INDIANA 


Use at desk edge, 
shallow counter, 
small table . .. 


THE TWIN—2400 CARD 


Rock-A-File Card Files are perfect 
for such bank uses as signature cards 
in tellers’ cages, in the vault, and for 
general use on officers’ desks. 


A flick of the finger opens Rock-A-File. 
Cards are ready for instant use. Full, un- 
hampered view of entire contents. New, 
improved models in Genuine Walnut or 
Standard Green available in 3 popular card 
sizes. The Twin (above) holds 2400 cards. 
The Single (below) holds 
1200 cards. Order from 
your stationer or office 
supply dealer. 

Inquire about Rock-A-File, 
sensational space-saving Let- 
ter and Legal Files. 


ROCKWELL- BARNES 
COMPANY 


35 East Wacker Drive 
CHICAGO 1, ILL. 


THE SINGLE 
1200 CARD 
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$480.00 in halves. No cover furnished. 
PRICE $8.90 


$240.00 in halves. No cover furnished. 
PRICE $7.40 


ALL STEEL COMBINATION COIN TRAYS AND CABINETS 


EASILY CARRIED @ HOLDS ALL FIVE 


STYLE B—18 inches wide, 7 inches high, 5 inches deep. 
Holds $24.00 in pennies, $100.00 in nickels, $300.00 in dimes, $300.00 in quarters, 


STYLE A—18 inches wide, 5 inches high, 4 inches deep. 
Holds 12.00 in pennies, $50.00 » nickels, $150.00 in dimes, $150.00 in quarters and 





HEDENKAMP & CO. 


PRICE $8.90 No cover furnished. 

No. 10—121% inches wide, 11 inches high, 4 

inches deep. 

Holds $15.00 in pennies, sen.09 in yy 50.00 in 
ALL PRICES F. ©. B. NEW YORK, N. Y. ewe maseeeas ~~ 


DENOMINATIONS IN ONE TRAY @© LACQUERED OLIVE GREEN 





No. 30—17%% inches wide, 10 inches high, 4 
inches deep. 


Holds $29.50 in pennies, $100.00 in atehehs, $300.00 in 
dimes, $300.00 in quarters and $280.00 in halves. 










BANK AND OFFICE SUPPLIES 
343 Broadway, Dept. B-6, NEW YORK 13, NEW YORK 





return any negotiable instrument 
payable at or by any bank on the 


business day next following its re- 
ceipt, 


notwithstanding any provi- 
sions to the contrary. 


How To Audit The 
Safe Deposit Department 


The primary concern of the audi- 
tor is to ascertain that all rentals 
and other income has been prompt- 
ly credited to the proper earning 
accounts and to reduce liability 
through verifying that the system 
which has been approved for opera- 
tional procedure is being followed. 

Safe deposit rentals are payable 
in advance and are not wholly 
earned until the close of the rental 
period. The audit or control division 
usually employs a schedule or tick- 
ler system listing all rentals which 
provides a control on total income 
and also serves the purpose of indi- 





cating the amount of earned income | 
which may be transferred to profits | 


at daily or other periodic intervals. 
A schedule of this type requires ad- 
justment in accordance with the 
daily transactions. 

Verification for accuracy as re- 
quired may be made through check 
of unrented safes and mailing of 


itor, 


bills for delinquencies by the aud- 


Storage receipts may be sched- | 


uled to provide a control on this 
type of income. Such a schedule 
may be made up from the numbered 
Stubs of receipts issued, also veri- 
fying when storage is removed at 
which time payment is usually made 
by the customer.—Louis R. Engel, 
comptroller, Mississippi Valley Trust 
Company, St. Louis, Mo. 


June, 1945 














WANTED! Rolls, Bags, Quantity. Liberal Premium Paid. 
New Uncirculated or Mint Conditioned Coins. Not Used Coins. 


1¢ ALL dates and Mints prior to 1942, also 42-S and 43-S. 
5¢ ALL dates and Mints prior to 1943, also 43-S and 43-D. 
10¢ ALL dates and Mints prior to 1942. 
25¢ ALL dates and Mints prior to 1942. 
50¢ ALL dates and Mints prior to 1940. 
Can use 10 to 500 rolls of each. What have you to sell? 


COINS DO NOT HAVE TO BE OLD TO BRING A PREMIUM 


eS 


ae \ 
WAUNITED STATES 
\ AMERICA / 


1942-S MY BUYING PRICE 
Rolls of 50 coins 
1942-D Buying price 
1942 Buying price 
























































1942-D MY BUYING vas 
Rell of 40 coins... 
1942 (Ne Mint Mark). 
1942-P or S above bidg. 


We buy all RARE COINS, MEDALS AND PAPER MONEY ALL COUNTRIES AND ALL PERIODS, Gold, Silver, 
Copper, Nickel, Bronze. Only those Gold Coins legally held for Numismatic Purposes. Correspondence solicited. 
| pay all Express Charges so you will get the full premium value. Appraisals for Estates and Tax purposes. 


REFERENCES: Mr. Childs of C. F. Childs & Co., 37th Fl. Board of Trade Bidg., 141 West 
Jackson Bivd., Chicago 4, Ill. © Industrial National Bank, 81 W. Monroe St., Chicago, lil. 
































R. GREEN, Room 1020 Board of Trade Bidg., 141 W. Jackson Bivd., Chicago 4, Ill. 


























SHOULD BANK EXECUTIVES BROADCAST 


Confidential matters respecting customer's business? 


io of our representatives called on a business man in a small New Jersey town 
one day who said, “I don’t need a Hush-A-Phone, but I think it is a fine thing. 
I wish you would go up and see the President of the First National Bank and tell 
him I am ae fee of everybody in town knowing I have renewed a note as soon 























as I do myself. 





ell him I think $10.00 is a mighty small amount to spend to save 
his customers embarrassment.” 














A New England banker said, “‘I wouldn't take a thousand dollars 
for my HUSH-A-PHONE if I couldn't get another.” 

Repeat orders from our many bank customers shows that they 
soon esteem the HUSH-A-PHONE as an indispensable piece of 
office equipment. 

The HUSH-A-PHONEsnaps on the mouthpiece of your phone and 
solves three types of phone problems: Safeguards privac Y, prevents 
phone talk annoyance, and improves phone hearing in noisy places. 

Dictating Machines: A model for this use is esteemed for simi- 
lar advantages as in the case of phone use. 


Over 100,000 in use. Write for circular B-1 


HUSH-A-PHONE CORPORATION, 43 w.1 6th st.,m.¥.¢.11 












































A. P. Giannini Retiring 


After having spent many eventful 
years in serving the financial needs 
of California, A. P. Giannini retired 
on his 75th birthday, May 6. At any 
rate, he called it a retirement. 
Knowing the unbounded energy and 
wide interests of the man, it is hard 
to believe that he will ever really 
retire. 


He put his foot in the door by 
stating that he will continue some 
measure of advisory activity as a 
member of the board. He plans to 
travel extensively and his advice 
will be of great value to the institu- 
tion. 

His son, L. M. Giannini, will con- 
tinue as president of Bank of 
America National Trust and Savings 
Association and at Mr. Giannini’s 
suggestion, Alfred John Gock was 
elected chairman of the board. 


Tom Smith Leads 
War Loan Drive 


Aiming at a total of $14,000,000,- 

000 in the 7th War Loan Drive, Tom 

K. Smith, presi- 

dent of the Boat- 

men’s National 

Bank, St. Louis, 

Missouri, leads 

the nation’s 14,- 

777 banks in their 

effort to reach 

this goal. As 

chairman of the 

Photo by U. and U. War Bond Drives 

Tom K. Smith Committee of the 

American Bank- 

ers Association, Mr. Smith hopes to 

attain a $4,000,000,000 subscription 
of Series E bonds alone. 


The Republic National Bank of 
Dallas, Texas, marked its twenty- 
fifth anniversary by the publication 
of a brochure which outlines the 
history of Texas and predicts an 
even greater future for the state 
than its past. 


The California Bank of Los An- 
geles has added a new member to its 
comptroller’s staff. He is Rudolph 
Ostengaard, formerly comptroller- 
auditor of the Live Stock National 
Bank of Chicago and for many years 
an active committee member of the 
National Association of Bank Audi- 
tors and Comptrollers. 
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Accidents Will Happen 


A piece of type was broken on the 
press and changed the surplus of the 
Continental Bank and Trust Com- 
pany of New York from $4,500,000 
to $ ,500,000 in the Bluebook. 

P. J. Hebard, assistant vice presi- 
dent of the Continental wrote: “In 
looking over the latest directory, I 
find that you have our surplus 
down as $500,000 and actually it is 
$4,500,000. In view of the fact that 
this directory goes to thousands of 
bankers throughout the country, 
this is a very serious mistake and 
we will no doubt hear about it from 
many quarters.” 

The symbol indicating that The 
Public National Bank and Trust 
Company of New York is a member 
of the Clearing House was omitted 
and, in the words of James J. Slat- 
tery, assistant vice president: “We 
are getting out-of-town calls from 
Banking Commissioners regarding 
this.” 

It is so seldom that an error occurs 
in the Bluebook containing millions 
of exact figures that we feel very 
much chagrined when accidents like 
these happen—and so do our banker 
friends. 


First Bank And Trust Of 
South Bend Promotes 
Consumer Purchase Savings 


Savings for a purpose is the theme 
being used by the First Bank and 
Trust Company of South Bend, In- 
diana, to attract savings accounts 
from persons contemplating major 
purchases when new home appli- 
ances are released. The bank has 
enlisted the co-operation of the 
Bendix Home Appliance Company 
which prepared a home laundry ex- 
hibit for display in the bank’s lobby. 

Through the use of newspaper, 
direct mail, and radio advertising, 
as well as the lobby display, the 
First Bank has generated a great 
deal of interest in its plan to save 
now for the products which will 
eventually be available. 


Bank Law Digest Published 


A Legal Digest of Laws, Opinion, 
and Rulings affecting industrial 
banking was recently published by 
the Consumer Banking Institute. Up 
to date through 1944, it contains an 
unusual collection of information 
which heretofore has not been avail- 
able under one cover. It is a digest 
of all state and federal laws govern- 
ing industrial banking and personal 
loan operations. Those who are as- 
sociated with these phases, or re- 
lated phases, of bank work should 
find the volume a valuable supple- 
ment to their libraries. Limited 
quantities of the book may be ob- 
tained at $4.00 a copy by &ddressing 
the Consumer Banking Institute, 
1025 Connecticut Avenue, Wash- 
ington, D. C. 


The Bureau of Economic and Bus- 
iness Research of the University of 
Ulinois has just announced the pub- 
lication of a 44-page booklet enti- 
tled, “Should I Start My Own Busi- 
ness?” It is written in clear, simple 
language. Requests for this free 
publication should be sent to the 
Bureau of Economic and Business 
Research, 205 Commerce Building, 
Urbana, Illinois. 


Veteran First National Of 
Chicago Officer Retires 


The recent retirement of Alfred 
B. Johnston, vice president of The 
First National Bank of Chicago, 
marked the termination of a 48-year 
career with that institution. 

Mr. Johnston, who had supervised 
operations and personnel activities 
of the bank for the past 24 years, 
began his banking affiliation in 1897 
at the Metropolitan National Bank, 
which was consolidated with the 
First National five years later. He 
was elected assistant cashier in 1921, 
assistant vice president in 1926, and 
vice president in 1927. 


Association Of Bank Women 
Issues Survey 


The growing numbers of women 
engaged in bank work and the in- 
creasingly responsible positions with 
which they are being entrusted are 
the developments commented upon 
by the Association of Bank Women 
in their recently published survey 
on “Women In Banking.” Pointing 
out the fact that women must pre- 
pare for positions of an executive 
character if they expect to be given 
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an opportunity to assume them, the 
report encourages women to train 
for the jobs which they will eventu- 
ally obtain if they can prove their 
value. 

In all, a total of 4,605 women hold 
officer positions in American banks 
at present according to the survey. 
Out of this total, 1,105 are employed 
in the states of Illinois, Indiana, 
Michigan, Ohio, and Wisconsin. 
Positions of greatest responsibility 
have been obtained by women in 
Texas which has 2 women board 
chairmen, 14 presidents, 33 vice 
presidents, 26 cashiers, and 251 
assistant cashiers. 


Promotions At 
Mercantile-Commerce 


Four promotions among the of- 
ficers and staff of the Mercantile- 
Commerce Bank and Trust Com- 
pany, St. Louis, Missouri, were re- 
cently announced. Those receiving 
the promotions are: Joseph A. Mc- 
Carthy, formerly a trust officer, to 
vice president; John P. Butler, who 
has served as associate trust officer, 
to trust officer; George F. Torrey, a 
former assistant trust officer, to as- 
sociate trust officer, and Charles E. 
Ellison, Jr., who was promoted from 
manager of the coupon department 
to assistant cashier. 


Clifford B. Marsh, Jr., has been 
advanced from assistant treasurer 
of the Marine Trust Company, Buf- 
falo, New York, to assistant vice 
president. He has been associated 
with the company since 1927. 
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lt Happens Only Once 
In A Lifetime 


The National City Bank of Cleve- 
land was 100 years old on May 17. 
Its officers felt that this was justi- 
fication for an extensive public 
relations campaign. This campaign 
included a history of the bank’s 
activities for the 100 years which 
have just been completed. 13,000 
copies of this history were printed 
and distributed to customers, pros- 
pective customers, stockholders, and 
employees. 


June, 1945 


Robert Morris Associates 
Of Cleveland Elect 
New Officers 


The annual meeting of the Cleve- 
land Chapter of the Robert Morris 
Associates, national organization of 
bank credit managers, featured the 
election of Harold A. Wood, man- 
ager of the credit department of 
The Cleveland Trust Company, to 
the presidency. Other officers elected 
at the time included vice president, 
E. J. Sprankle, manager of the credit 
department of the Centra] National 
Bank; secretary, W. T. McWade, 
manager of the credit department of 
the Union Bank of Commerce, and 
treasurer, Wm. J. Munley, assistant 
cashier, National City Bank. 


First In St. Louis Vice 
President Appointed To 
Federal Loan Post 


John W. Snyder, vice president of 
the First National Bank In St. Louis, 
was one of President Truman’s first 
appointees to a major position in the 
government. Mr. Snyder, who has 
served the government in various 
capacities for many years, is slated 
to assume the post of Federal Loan 
Administrator. 

A practical banker, Mr. Snyder 
has been associated with commer- 
cial banks in Missouri and Arkansas 
for nine years, He became an officer 
of the First National Bank In St. 
Louis in 1943. 
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A souvenir map of Cleveland, 
Ohio, in 1836 was given a similar 
distribution. Radio announcements 
were made five times a week for 
four weeks previous to the celebra- 
tion. Street car and bus cards were 
used as well as outdoor billboards. 

Directors, officers, and employees 
joined in a dinner on the day before 
the anniversary. Fifty pictures of 
early Cleveland were used as a 
lobby display preceding the event. 
Extensive newspaper and periodical 
advertising announced the comple- 
tion of 100 years of service. 
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A job for seasoned executives—this 7th War 
Loan! Especially when we've got to make 2 war 
loans total just about as much as all 3 in 1944! 
Putting this over demands the combined and 
continued efforts of the “‘No. 1’ men of Ameri- 


can industry. 


This means marshaling your plant drive to make 
every payday—from now ’til June 30th—do its 
share toward the success of the 7th. Directing 
the drive is not enough. It’s equally important 
to check to see that your directions are being 
carried out— intelligently! 


For example, has every employee had: 


an opportunity to see the new Treasury film, 
“Mr. and Mrs. America’’? 


a copy of “How To Get There,” the new Finance 
Division booklet? 

a new bond-holding envelope with explanation 
of its convenience? 


Zth War Loan posters prominently displayed 
in his or her department? 


information on the department quota—and an 
urgent personal solicitation to do his or her 


Remember, meeting—and beating—your 
highest-yet 7th War Loan quota is a task call- 
ing for “No. 1’’ executive ability. Your full 
cooperation is needed to make a fine showing 
in the 7th! Do not hesitate to ask your local 


War Finance Chairman for any desired aid. 
It will be gladly and promptly given. 


The Treasury Department acknowledges with appreciation the publication of this message by 


if you haven't a copy of this important 
booklet, “7th War Loan Company Quetas,” 
get in touch immediately with your local 
War Finance Chairman. 
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This is an official U.S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Council * 
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Preparedness is Priceless 


Marine law requires ocean-going steamers to carry life boats 
and rafts of sufficient capacity to accommodate all persons on 
board. Even though this were not the case — failure to do so 
would be bad business. For the public would have little faith 
in any line which skimped on such vital equipment. )) }) There 
are, of course, no laws which require the use of safety paper 
for checks. But bankers and business men know that the hazard 
of loss through fraudulent alteration and counterfeiting is far 
greater without this precaution—and that public confidence is 
correspondingly increased through its use. } ) And it is their 
uncompromising determination to provide the utmost in check 
protection which has made “La Monte” America’s most widely 
used check paper, and the choice of a great majority of out- 
standing banks and business organizations. 


For Samples of La Monte Safety Paper see your 
Lithographer or Printer —or write us direct 


LA MONTE 


GEORGE LA MONTE & SON 


We supply many banks and business organizations 

with their own INDIVIDUALLY IDENTIFIED Safety Paper. 

The issuing organization’s Trade-Mark is in the 

paper itself and appears on both the front and back 

of the check. Such INDIVIDUALIZED paper provides 

maximum protection against counterfeiting — saves 
The Wavy Lines are a La Monte Trade Mark Banks sorting time —helps prevent errors. 
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